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HAVE THE EDGE 


This company is one of the largest manufac- 
turers of Preformed wire rope in the United 
States—and one of the pioneers in the wire rope 
industry: for 63 years we have made nothing 
but wire rope. 

A consistent, persistent advertiser for most of 
that long time, we have built up an enviable 
“quality” reputation for “Flex-Set” Preformed 
Yellow Strand and all our other grades of wire 
rope which these ropes never fail to live up to. 

The B. & B. Sales and Engineering depart- 
ments give distributors and their salesmen full 
co-operation in making sales and recommend- 
ing the grade and construction of rope that will 
do the job right, and most economically. 

Correspondence with additional good, live 
Distributors will be welcomed. 





BRODERICK & BASCOM ROPE CO. 
St. Louis, Mo. 


Factories: St. Louis, Seattle, Peoria 
ork, Chicago, Seattle, Portland, 
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Threading 8-inch pipe in 6 minutes with No. 80 Beaver Threader and Model.C. | 


A Handy Unit for Driving Geared Tools, too! 


Don't overlook the usefulness of the new BEAVER Model-C as a “drive” for geared pipe cutters 
and threaders. It is light, compact and handy—and the greater power incorporated in its heavier motor 
enables the owner to thread all sizes of pipe up to 8-inch with a drive shaft and geared tools. 





But, the Beaver Model-C will do more than drive geared tools! It may be 
used with any make of hand tools for cutting, threading and reaming all 
small sizes of pipe from % up to 2-inch. It may be used as a bench 
machine—or with the convenient detachable legs shown in the picture. 





Equipped with the Beaver Side-opening Vise and Beaver Pipe Bender, the 
Model-C becomes a complete electric pipe shop that will take care of all 
requirements of the average user. 


You will certainly make no mistake in recommending the Beaver Model-C 
to your customers—it is the sensation of the year in the field of pipe tools. 


BEAVER PIPE IQDLS 


539 MILLS AVE. Quality Tools—Since 1900 WARREN, OHIO 
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JNIVERSAL 


BRONZE- 





@ Regardless of how you compare a Johnson Bronze Franchise. . . 
DISTRIBU it will score a first on every count. If you look to quality of product 


Psu Y as a first requirement — then check our alloy. Ask any engineer or 
maintenance man what alloy he prefers. He will tell you definitely — 
S.A.E. 64. 


If you look to service as the first point — then check our range of 
sizes — our conveniently located supporting stocks. In this respect, 
the facilities of Johnson Bronze have no equal. 

Finally, if it’s a matter of cooperation — then compare our policy. 
Where else can you find such a definite agreement on the sale of 
Bearing Bronze? 

If you take EVERY factor into your consideration — then you 
will agree that— Only Johnson UNIVERSAL Bronze gives you 
EVERY ADVANTAGE. Why not write today for complete details? 


JOHNSON BRONZE COMPANY ay 
S/eeve BEARING HEADQUARTERS 
535 SOUTH MILL STREET + NEW CASTLE, PA. 
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Ms iss7 STRIDE FOR STRIDE 





With big steps—quick steps—sure steps 
—good business marches on. To keep 
pace one must be equipped with prod- 
ucts that get the approval of buyers all along 
the line of sales calls. 


When it comes to Power Transmission Equipment, 
the dependable way to keep in stride with good 
business is to sell Link-Belt Units. 


Many Mill Supply men today are finding better 
business, satisfied users, and good profits with this 
line. It will pay you to investigate. 


LINK-BELT COMPANY 
Chicago Indianapolis Philadelphia 


Atlanta San Francisco Toronto 


Offices in Principal Cities 


7749 


THE POWER TRANSMISSION 
LINE THAT INCLUDES POSITIVE 
POWER TRANSMISSION 


DRIVES AND ASSURES GREATER 
SALES OPPORTUNITY - -------- 3 Q U h M E NT 





LINK-BELT 
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Fig. 102 
BRONZE GLOBE 


Fig. 150 
BRONZE GLOBE 
Fig. 375 
BRONZE GATE 





POWELL VALVES. 
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How to Turn Prospects into Customers 


A neat trick (and you can do it!) with the 


ds ae 


“I'LL BUY IT!" These words — the 
sweetest you can hear from your 
prospects — are music to your ears 
more often when you carry the Thor 
U44, In one short year this tool has 
become the fastest selling quality 
half-inch drill in the world. 
























62% AVERAGE INCREASE IN SALES 
of half-inch electric drills was reported 
for 1938 by Thor distributors with the 
Ther U44! No wonder it is called ‘the 
greatest electric tool sales builder ever 
offered distributors!’ 








“Half the weight, in half 
the space,” they say, 

That 4 ~* reason ; THE THOR U44. With the U44, Thor 
—_— me ee + continues to pioneer the field of lightness and 
an pend ra ke ! convenience in portable electric tools, The U44 
pone > “ten we dag ao is a heavy-duty drill, designed for continuous 
oe ten ya P poh a i service on production; yet iis compactness 
oe nen eo Be 4 i gives it portability that is unequalled for main- 

P 1 tenance. It sells itself on performance alone! 
1 
4 
I 
i 
4 
i 
i 





[ieee cba tigaaegh se ae * The Smallest, Lightest 
in 4” Electric Drill Built 


“PORTABLE ELECTRIC TOOLS ----------------- 


1h. ck acd ean aie ecb ew een ow Oe wa Oe ee ee mee 


INDEPENDENT PNEUMATIC TOOL COMPANY - 600 WEST JACKSON BOULEVARD - CHICAGO, ILLINOIS 


BIRMINGHAM -BOSTON - BUFFALO - CLEVELAND - DETROIT -LOS ANGELES - MILWAUKEE - NEW YORK - PHILADELPHIA - PITTSBURGH - ST. LOUIS > SAN FRANCISCO 
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F N SELLING big volume, big profit con- 


7 veyor jobs Goodyear distributors have 
T } t W rb [ |) S the inside track by virtue of the world’s 
largest conveyor belt—the gigantic 


Goodyear conveyor 9,700 feet long now 


in operation at Grand Coulee Dam. The 

ability of Goodyear belting to success- 

fully handle this mile-long, 2000-tons- 

-h haul is th ightiest - 

can help you sell conveyors per-hour haul is the weightiest argu 


ment you can have in closing other big 
installations. 


In addition, Goodyear distributors are 
doubly advantaged by having the most 
complete line of conveyor belts—a 
properly designed belt for every type of 
materials transport service you are called 
to bid upon, viz: — 

CONVEYOR BELTING ELEVATOR BELTING 

Style W Style HD 


Style C Style B-36 
Style B Style RC 


Style HT Style CE 

Stacker GRAIN BELTING 

Super Grader Style 280 Elevator 

Style B Grader Style 320 Elevator 

Sanitary Style G-28 Elevator 

and Conveyor 

Style G-32 Elevator 

and Conveyor 


This is just another reason why — big 
jobs or little— you can make more money 
with Goodyear rubber! If you are not a 
Goodyear Mechanical Rubber Goods 
Distributor, why not inquire if your ter- 
ritory is open. Write: Mechanical Goods 
Sales Department, Goodyear, Akron, 
Ohio, or Los Angeles, California. 


Canners 
Package 


Centennial of Charles Goodyear’s 
Discovery of Vulcanization. 


You can make more money 


with Goodyear rubber 


THE GREATEST NAME IN RUBBER 
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EXHIBITS THAT PAY 


* The new 1260-page Donnelley-compiled catalog 


of C. W. Marwedel marks the completion of 66 years 


of that well-known house. 


* Like so many other successful supply houses, C. W. 
Marwedel have proved that it pays to keep their 
goods constantly before the users of supplies by the 


regular issuing of new general catalogs. 


* Of the 21 supply catalogs that we are compiling 
at this time, 18 are “repeat orders” (over 85%), to 
be issued by distributors who have already aver- 
aged more than three editions each of Donnelley- 
built catalogs. 


R. R. DONNELLEY & SONS COMPANY 


350 EAST TWENTY-SECOND STREET, CHICAGO 


} 
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DIAMOND-BORED 
TAPER HOLE ~ 
NEW FLUTED SLEEVE 
Easy on Operator's Hands : 


SLEEVE INTERNALLY 
GROUND 3 DIAMETERS 
Perfect Fit and 
Perfect Balance 


COARSE PITCH THREADS 
ON JAW AND NUT 
for tremendous 
Strength and Gripping Power 


BODY HARDENED AND 
GROUND THROUGHOUT 


NICKEL MOLYBDENUM 
ALLOY STEEL JAWS 


very user of Jacobs Chucks is enthusiastic. 
: Because design, workmanship and qual- 
iy 9 | ity have consistently been the finest 
be =>\ obtainable. Today we have a new efits, 
- Jacobs Chuck . . manufactured with 
the same meticulous care, but newly 
New Catalog MS designed and visibly improved to defi- 
mailed upon nitely increase the effiency of chuck per- IT HOLDS 
— formances. 


THE JACOBS MANUFACTURING COMPANY 


HARTFORD GONNECTICUT., U.S.A. 
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666,000,000 


hard-hitting, straight-selling J & L advertising messages 


will be directed to steel users during 1939 


These are your sales-building 
partners—helping you to get 
more business when you handle 


Jal STEEL PRODUCTS 


Well-directed messages in approximately 40 business, 
trade and technical journals are telling buyers every- 
where of the advantages and extra features of J & L 
Steel Products. These advertisements are profit-making 
allies of yours when you handle J & L Steel. They pub- 
licize the value of J & L Products, line up new custom- 
ers for you and remind old ones of the advantages that 
come from using J & L Steel. 

You can cash in on this extensive publicity by stock- 
ing and featuring the J & L Steel items listed here. In 
addition, you can be certain that you are giving your 
customers the right kind of steel products—steel that 
gives them lasting satisfaction, and low fabricating 
costs—thus assuring you of increased repeat business. 

Stock up on J & L Steel Products, and make this 
year a better year for you—the J & L way! 


For greater customer satisfaction and repeat business, 
oe acneenes mae stock and sell these J & L items. 
FINER CARBON STEELS FOR SEAMLESS STEEL BOILER TUBES + 
a = SEAMLESS AND WELDED STANDARD 

PIPE « COLD FINISHED SHAFTING + 
COLD FINISHED BARS AND SHAPES + 
HOT ROLLED BARS, SHAPES AND 
PLATES « FLAT GALVANIZED SHEETS 
AND GALVANIZED ROOFING AND 
SIDING « NAILS AND WIRE PRODUCTS 








JONES & LAUGHLIN STEEL CORPORATION 


Amecnican Inow Ano Stect WORKS 


PITTSBURGH, PENNSYLVANIA 





her 


TRANSMISSION BELTS 
Both a Lot Older Than 
They Look (&) 


The Edwin Bell Company of Vienna, Maryland, has 
a widespread reputation for the excellence of its mill- 
work. It naturally follows that their equipment is 
kept in the finest condition, and that they are par- 
ticular about the products they use in their plant. 


“Starred” in the illustrations are two Thermoid 
Transmission Belts which they purchased from 
L. W. Gunby Co. of Salisbury, Maryland. The 
smaller belt runs at high speed under full tension. 
The larger belt carries a planned slack of 3 to 4 
feet without slippage under extremely heavy load. 
Both of these belts have been in continuous daily 
service for over two and a half years... butin the 
experienced judgment of the plant superintendent 
neither looks as if it had been in service for 
more than a month! 


Thermoid users who read this will not be surprised. 
They know that service and performance like this 
are the rule with Thermoid Products, because they 
are carefully engineered and built for the job 
they have to do. 


It will pay you to be sure that your customers sy More than half a century 
get all the facts on the Thermoid Industrial Rubber Ae of progressive engineering 
Products they need and use. 


wa 4. 


and product development. 


 — 


THERMOID RUBBER, DIVISION OF THERMOID COMPANY, TRENTON, N. J. 
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BELTING HOSE . PACKINGS BRAKE LININGS 
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‘The Blade in the Plaid Box” 
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.. YOU WON’T HAVE TO APOLOGIZE — 


There isn't a metal cut- 
about that Lenox Blades can- 
They are furnished in 
‘High Speed” “Me-Speed” 
“Tungsten” and “Suner- 
Glen” and are sold only thru 
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Whight- gnproved High Sreed 


Sfotls- HANDLE THEIR JOBS RIGHT 


Your customers’ jobs are handled right by the Wright Improved 
High Speed Hoist. Every one of these hoists, in any capacity, is 
built to meet practical operating conditions just as they come. 

Zinc-coating prevents corrosion. A load chain safety guard makes 
it impossible for the load chain to ride out of the pocket, regardless 
of position. Fast, smooth, positive action is assured by precision 
load wheel bearings. 

These features, and 18 others, mean that the Wright Improved 
High Speed Hoist performs faultlessly over a long service life—and 
that it provides safety and convenience every time it is used. 

Send for the new Wright Catalog, which describes these hoists in 
capacities from % to 40 tons, and in combination with various 
trolleys and cranes. It will show you the way to profitable hoist sales. 
SELL ACCO QUALITY in Wright Hoists, Tru-Lay Preformed Wire Rope, 


Reading-Pratt & Cady Valves, Campbell Abrasive Cutting Machines, 
American Chains, Page Welding Electrodes and Page Chain-Link Fence. 


WRIGHT MANUFACTURING DIVISION 
YORK, PENNSYLVANIA 
See our exhibit, Metals Building, New York World’s Fair 


AMERICAN CHAIN & CABLE COMPANY, Inc. 








AMERICAN CHAIN DIVISION @ AMERICAN CABLE DIVISION © ANDREW C. CAMPBELL DIVISION © FORD CHAIN BLOCK DIVISION © HAZARD WIRE ROPE 
DIVISION © HIGHLAND IRON AND STEEL DIVISION © MANLEY MANUFACTURING DIVISION © OWEN SILENT SPRING COMPANY, INC. © PAGE STEEL AND 
WIRE DIVISION © READING-PRATT & CADY DIVISION # READING STEEL CASTING DIVISION © WRIGHT MANUFACTURING DIVISION @ IN CANADA :DOMINION 
CHAIN COMPANY, LTD, # IN ENGLAND: BRITISH WIRE*PRODUCTS, LTD. © THE PARSONS CHAIN COMPANY, LTD. « In Business for Your Safety 
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THE SMALLEST CHARACTERISTICS OF THE SMALL TOOLS you sell may loom large in 
winning the good-will of your customers. The name “‘Morse” on the cutting tools you 
sell is your best assurance that those tools will stay sold. 


TWIST DRILL AND 
R MACHINE COMPANY 
NEW BEDFORD, MASS., U.S.A. 


NEW YORK STORE: 130 LAFAYETTE STREET~~-- CHICAGO STORE: 570 WEST RANDOLPH ST. 
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TALK OF THE TRADE 


MISSING NO BETS: Wo dunno how much good it did the 
Strong, Carlisle & Hammond outfit, but one of the interesting 
sights at the recent Cleveland Informa-Show was that of Ed 
Stvan busily explaining to a table of attentive and charming (of 
course) young ladies the wherefores of electrostatic force. 


ABOUT TIME DEPT.: L. J. Durfee has been with Leighton 
Supply, Fort Dodge, Ia., some eighteen years and has just now 
returned from the first real vacation he ever had since joining the 
firm ... Took the Missus and four weeks, traveled 4,000 miles, 
saw Catalina and the San Francisco Fair, attended the annual 
Iowa picnic in Los Angeles, came back feeling like a colt and 
not so sure it would be another 18 years before the next spree. 


BORED BY IT ALL: One guy who can pat away a yawn 
despite the rattle of war drums is Rex Fowler (Charles C. Lewis 
Co., Springfield, Mass.) . . . A major in the Field Artillery 
Reserve, Rex came out of the last European disagreement with 
a brilliant record . . . Rescued his captain who was wounded and 
stranded in No Man’s Land . . . Obediently stuck out his chest 
to get a Croix de Guerre and his cheeks for the inescapable pair 
of kisses . . . Wiped off the latter and tossed the decoration up 
on a closet shelf where, by now, it has accumulated 20 years’ dust. 


AUTHOR FELLOWS: Two well known manufacturers’ sales 
managers went literary on us this month . . . Louis “500” 
Brendel (Hancock Valve) crashed the pages of Printer’s Ink 

. While Charley Trott (Parker-Kalon) popped up as a 
writer for Forbes. 


RIGHT PROPORTION ?: Recently the Central N. Y. pur- 
chasors got together to discuss problems with salesmen of the z 
Amigo’s Club . . . Strangely, for every p.a. per subject, there FIRST TWO ARE GOOD. TOO 
were two peddlers . . . Cal Lawton of the buyer’s group ex- 

plained that one p.a. could say as much as any two salesmen, but 
some Amigos figured otherwise, that salesmen are twice as inter- & 
esting to listen to . . . You can write your own ticket. 4 


Beene 


se . 
Wat. 


LOCAL TALENT: One of the costume prize winners at the 6b? 
New Orleans Mardi Gras was Wm, A. Owens (Coggins & 4 
Owens, Baltimore) . . . Dressed as Aunt Jemima, Mr. Owens, 

a gent of no inferior girth, needed no padding at all to render a 

most able characterization. 


BULLETIN: Our recent revelation that Hugh Hirshon 
(W. S. Wilson Corp.) ranked second to Mrs. Hirshon as a fish 
catcher has had to be revised in view of the 89-pound Marlin 
Hugh hooked last month in Florida . . . The evidencé is on 
Page 44, this issue. 


STUFF AND THINGS: Congratulations to Gene McCarthy 
(Beals, McCarthy & Rogers) on recovering from a severe case 
of grippe . . . Price Davis (Shadbolt & Boyd) ducked some of 
the winter’s worst blasts at a hideout in Florida . . . His interest- 
ing manner of telling about the experience he had with a disastrous 
fire is still keeping Oscar Iber (O. Iber Co., Chicago) busy with 
speaking engagements . . . Latest booking was before the Credit 
Men’s Forum in Chicago April 5. he. 
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THE REPUBLIC 
5-POINT POLIC 


A line of rubber items suff€iently 
complete to permit effecyVvely sup- 
plying the requiregé€nts of the 
trade solicited. 


* 


A quality of product unifory 
good and capable of deliyéring 
service results that shoulgfeason- 
ably be expected. 


* 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


by his day to day solicitations 


* 


Selling helps of Nyasonable a- 


mounts so thathissaléaforcemay % 


be given the advantag& of spe- 
cialized training and a knoWjedge 
of the product sold. 


- 





* Only a few lines handled by 
Mill Supply Distributors present more op- 
portunities for volume business than are 
afforded by Mechanical Rubber Goods. 
The nature of the products and the ser- 
vices they render cover a widespread 
and repeat demand for generally large 
applications in industrial plants, con- 
struction engineering and civil works. 
Other profitable factors to be considered 
are: the relatively small amount of floor 
space required, low cost of handling, 
low inventory and a good margin of prof- 
it per unit value of sale. 

Republic has been a constant aid to 
its Distributors in taking full advantage 
of these natural opportunities ... in 
building Rubber Goods volume in each 
territory. Examination of each point of 
Republic’s Policy will explain how. 
Working with a full line of quality prod- 
ucts—each engineered to its specific 
job—this policy encourages complete 
cooperation between Distributor and 
source of supply, and eliminates prac- 
tices which would retard business de- 
velopment. 

Consider the possibilities of handling 
Republic Rubber Products in your terri- 
tory. Let us show you the advantages 
of a Republic franchise. Write. Republic 
Rubber Division of Lee Rubber and Tire 
Corporation, Youngstown, Ohio. 


RUBBER 
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OF TODAY’S INDUSTRIAL BUYING 


An up-to-date study to learn where the distributor stands in his competitive battle 


PART ONE 


Here is a survey which went out after facts alone 

facts to light the way for every distributor 
toward profit through more orders. Premised on 
the truism that the distributor’s real competitor is 
the manufacturer who sells direct, its major objec- 
tives were to find out: 

1. Where the distributor stands in this competi- 
tive battle. 

2. Why business is placed direct, and, 

3. (Plainly stated)—how the distributor may win 
more of this business for himself. 

Point 1 and parts of Point 2 in the above will be 
presented in the current “installment”, while Points 
2 and 3 will comprise the second section in the 
June 10 issue. 

No claim is made that these findings rate as 
startling revelations. As a matter of fact most of the 
conclusions are things already known to or suspected 
by everyone in the industry. And yet, this is the 
first attempt to determine to what extent these things 
are true. For example, it is commonly realized that 
the distributor is most successful in selling the small 
plant where buying volume is too low to be attractive 
to the direct selling manufacturer, and that as plant 


size goes up the distributor’s advantages against his 
competitor go down. But the actual rate of this fall- 
ing off has been unknown up to now. Likewise, it 
is known that such things as price, reciprocity, etc., 
are factors in diverting business to the direct seller. 
But what is the relative importance of each factor? 
And what steps may be taken to overcome it? 
Knowing distributors, we know that the promise 
of producing such information as is hinted at in the 
above paragraph is sufficient to win their enthusiastic 
attention. The very manner of presenting this report 
is in itself a tribute to the distributor’s ability to 
“take it”. Unlike so many surveys, this one was not 
an attempt to “prove something’ 


’ 


. Especially did it 
avoid the effort to show, by hook or crook, that “the 
distributor is a great guy”. 

The report which starts on the following page is. 
by design, a presentation of facts unadorned, without 
eyewash, without benefit of sugar coating. We are 
confident that the distributor wants it that way 
because he is impatient with flattery or anything else 
which might distract him from the job constantly 
at hand—the struggle to stay in business, the battle 
to advance into more profitable markets. 








HOW THE SURVEY WAS 


Modern research technique is used to obtain a cross section of conditions in an industrial market 


area which may be considered representative of conditions prevailing in the majority of other areas 


PLANTS COVERED IN SURVEY EMPLOY 44°. OF ALL FACTORY WORKERS IN AREA 


In gathering these facts for the industrial distribu- 
tion industry Mitt Suppties made full use of every 
modern advancement in the technique of survey 
making. To insure accuracy and freedom from bias 
the first step was to retain a competent outside agency 
exclusively devoted to the business of studying mar- 


WHO MADE THE SURVEY: 3 The Hooper-Holmes 
Bureau, Inc., one of America’s largest organizations 
specializing in field investigation work. The Hooper- 
Holmes’ staff of investigators is composed of men 
thoroughly trained in research. All are college gradu- 
ates, all are residents in the area in which they work 
and are consequently familiar with whatever its pecu- 
liarities may be. So well established is the Hooper- 
Holmes Bureau that of all the interviews sought, only 
one plant was unwilling to cooperate in providing 
information. The survey was aided by the cooperation 
of the local purchasing agents’ association. 
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Letter from Hooper-Holmes Bureau accepting responsibility for 
making unbiased survey. 


WHERE THE SURVEY WAS CONDUCTED: In one 
of the 33 major industrial areas so identified by the 
U. S. Department of Commerce. This area may be 
called “typical” in that its industries are diversified 


| secs: 


kets of all types. It was also determined that a true 
cross-section picture of industry could best be obtained 
by making the survey in one large “typical” city, 
rather than by haphazardly asking questions in many 
scattered places. In such a study intensity is be- 
lieved more valuable than extensiveness. 


hoth as to kinds and sizes of plants. It is sufficiently 
removed from other centers so that it is a self-con- 
tained trading unit not subject to any important com- 
petitive influence from outside distributors. Neither 
geographically nor industrially is it identified with any 


. ~ FP Bubtalo 
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«Sam Framcince , Baltimore 
St. Louis 


To give greater freedom in reporting survey findings, name of the 
“sample city" is omitted. However, the city in which the study 
was made is one of those shown on this map. 


particular section of the country. Its real advantage as 
a “sample city” is that it affords every reason to 
believe that general conditions which prevail within 
its borders are typical of conditions in most other cen- 
ters, allowing limitations for such peculiarities as may 
exist in other specific localities. 


WHY THE CITY NAME IS OMITTED: There is 
little to gain by divulging the name of the city in 
which the survey was conducted, and this omission 
does aid by granting greater freedom in discussing 
conditions in the market. It was, of course, neces- 
sary to inform these local distributors that their city 
was being surveyed and, after granting every assist- 
ance to the investigators, they pledged themselves not 
to reveal elsewhere their knowledge of the city’s 
identity. 
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SCOPE OF THE SURVEY: Questionnaires were an- 
swered in full by 121 plants. These were divided in 
the four size groups as follows: 
Class 1 Plants (employing over 1,000 workers )—13 
Class 2 Plants (employing 500-1,000 workers )—15 
Class 3 Plants (employing 250-500 workers )—33 
Class 4 Plants (employing less than 250)—60 
Significant features about the above groups are 
given in Department of Commerce figures which 
show that only 2.33 per cent of all plants in the U. S. 
are in the first three groups, yet this small percentage 
of plants employs 52 per cent of all factory workers 
—an accepted yardstick of purchasing power. Those 
plants covered in this survey employ 44 per cent of all 
workers in the territory. 


In the area surveyed, metal working and machinery 


plants of all kinds constitute the major market; but 
there are important units in the other classifications, 
such as steel mills, textile plants, wood-working, 
chemical, food and beverage plants, railroad shops, 
public utilities, leather, non-ferrous metal refining, 
rubber and ceramics. 
and a representative volume of general construction. 


There is some marine business 
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There is no mining activity, however, of any conse- 


quence conducted in this area. 


DISTRIBUTION FACILITIES: After the 


picture on conditions in the market had been obtained, 


complete 


it was necessary to balance this with another picture 


showing what distribution facilities were available 


to serve this market. 
of distributors of the surveyed area is gratefully 


The wholehearted cooperation 


acknowledeged by Mitt Supptirs’ editors who were 
thus able to get full facts as to stocks on hand of 
various items, extent of service given to customers, 
sales training methods and, in fact, a complete back 
ground and rating on almost every single suppl) 
salesman calling on local industry. In addition, in 
formation regarding the facilities of marginal houses 
and direct factory branches was also obtained. It 
is well to point out here that the industrial dis- 
tributors in this particular area appear to rate a 
little higher, if anything, with local buyers than dis- 
tributors in This 
difference is not sufficiently great to influence the 


other localities of similar size. 


survey findings materially. 
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PRODUCT CLASS | PLANTS | CLASS || PLANTS | cLass ||! pLaNTs | ctass |V PLaNTs 
Figures in per cent Over 1000 Workers 500-1000 Workers 250-500 Workers Less Than 250 Workers 
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Portable Elect. Tools — 
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Nuts, Bolts, Washers, 
Nails 
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Pipe Fittings 
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FOR INDUSTRIAL SALES? 


This box score on the distributor vs. direct seller com- 
petition gives one insight on their relative standing. 
Note that it does not show how much volume each is 
getting. The figures represent the percentage of re- 
porting plants that buy from each of the two supply 
sources. Example of method for determining figures: 
If ten out of ten reporting plants buy 100 per cent of 


PRODUCT 


Figures in per cent 


CLASS | PLANTS 
Over 1000 Worke 


ts 








Steam Specialties and 
Packing 


q 





w~ 


Refractory Cement 
and Brick 





Pumps — General 
Service 








Manila Rope 








CLASS || PLANTS 


their drills from distributors, the distributor's rating 
is 100; if nine buy from the distributor and one buys 
direct, the distributor's rating is 90 per cent; if eight 
buy all from the distributor, one splits his business 
50-50 and the other buys all direct, the distributor's 
rating is 85 per cent. These figures represent a rating 
by number of customers, not by purchasing power. 
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CLASS PLANTS 


500-1000 Workers 250-500 Workers 
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Equip. —Line Shaft 
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Equip.—Direct Drive 
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Rubber Trans. & 
Conveyor Belting 





Hose— Air, Water, 
Steam, etc. 








Bearings — Anti- 
Friction 


Hand Chain Hoists 
and Blocks 
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Hand Trucks and 
Wheelbarrows 
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Picks, Shovels, 
Buckets, etc. 
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3% of all plants ore in this group 
RELATIVE IMPORTANCE 


OF PLANT GROUPS 


but they hove 


21% of workers in all plants 


9% of all plonts are in this 


16% of workers in all plants 


group but they hove 








but they have 


15% of workers in all plants 
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CLASS |¥ PLANTS 
Less Than 250 Workers 


ORE 8 Rt TR LET 





1.1% of oll plants are in this group 977% of oll plants ore in this 


group ond they hove 


48% of workers in all plants 














WHY DOT 








Price 


No local distributor on some items 


Inadequate product knowledge by 
local distributor 


Distributors service not dependable 
Distributors do not stock items 


Reciprocity arrangements 


pe 


No local distributor on some items 





Price 


Inadequate product knowledge by 
local distributor 


Distributors service not dependable 
Distributors do not stock items 


Reciprocity arrangements 


G iL 


15f- ers 
Price 


No local distributor on some items 


Inadequate product knowledge by 
local distributor 


Distributors service not dependable 
Distributors do not stock items 


Reciprocity arrangements 


G \V 


50-250 workers 
Price 


No local distributor on some items 


Inadequate product knowledge by 
local distributor 


Distributors service not dependable 
Distributors do not stock items 


Reciprocity arrangements 


22 


PER CENT OF PLANTS MAKING SOME 
PURCHASES DIRECT—AND REASONS 
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AVERAGE NUMBER OF ITEMS 
(of the 29 surveyed) BOUGHT 
DIRECT FOR EACH REASON 








Undetermined 
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BUY DIRECT! 








PRICE ts the reason ror 


There appears to be every evidence that direct sellers succeed 
against distributors primarily on the basis of giving lower prices 
than distributors can meet. 

Direct sellers can afford to contact only the few large plants 
having volume requirements, and therefore the business distrib- 
utors are losing to direct sellers is restricted mainly to these 
comparatively few larger users. 

Of the plants employing 500 or more workers, 75 per cent buy 
some of every one of the 29 items (covered in this survey) direct 
because of lower price — whereas only 21 per cent of the smaller 


























MOST DIRECT BUYING 


plants buy anything direct, only 19 of the 29 items are mentioned 
at all, and only 4 of these items are of any importance. 

On many of these items, distributors are presumed to have man- 
ufacturer's protection — but it is obvious that this protection 
vanishes in almost direct ratio to the manufacturers’ own com- 
petitive situation among themselves — and not from any func- 
tional or service weakness on the part of distributors. 

Following, in the order of their importance, is a list of the prod- 
ucts on which distributors in the market surveyed are losing 
business to direct sellers because of price. 







































































Per cent of plants in each group making some purchases direct on account of PRICE 
Note: * in place of figure indicates less than 10% 
aa° * * ® ° _ °* & 
PRODUCTS GROUP | GROUP Il GROUP III GROUP IV 
Over 1000 workers 501-1000 workers 251-500 workers Less than 250 workers 

Nuts, Bolts, Washers, Nails 46% | 33% ar Te es . 
Rubber Trans. & Conveyor Belting 46% a 27% _ . kk - 
Refractory Cement & Brick 46% 27% cap aT ae ** 
V-Belts _ 31% ®#8&4| 27% | ex 0Clti(‘<i‘i|;*:* te 
Hose — Air, Water, Steam — | &z,99% FF 20%  4| x 
Pumps — General Service ee a 31% | : a 20% ; * kk 
Steam Specialties & Packing 31% | 20% ee Ts 
Wire Rope 31% 20% x* ** 
Welding Rods and Electrodes 31% a? ae aS a - 
Files 31% ‘Tenge — * mes ne 0 oo a 0 
Steel Pipe 23% 20% | 12% =| xx 
Coated Abrasives — Sandpaper, etc. 15% — 27%. ; af i x + aero ’ 0 
Grinding Wheels 15% 20% lee kk | 0 
Drills, Taps, Dies, Reamers 23% oe ; | 7 : fe - 0 
Pipe Fittings “; a 5% — t — wee ry —_ : a * * 
Manila Rope - 1 5% 7 xk -— _ xk : 7 * x 
Bearings — Anti-Friction 15% a. ~ ne + — - 0 
Hacksaws 15% | _® = Se 0 | . 0 
Valves, Traps, Regulators 20% : kk kk 
Hand Trucks & Wheelbarrows * ry oe a a? = + el jee * 
Picks, Shovels, Buckets, etc. * tek a te : a kk 

All others kk sx 0—lti“‘(i‘(;”*é‘(‘éi he e:C~™” | ke 











EXCEPTIONS: The following products were not reported by any plant surveyed to be purchased direct for 


reasons of PRICE: Portable Electric Tools; Mechanical Power Trans. Equipment (line shaft). 


SIGNIFICANCE OF TH 












the smaller plants—but presents the greatest single probl 
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—E PRICE PROBLEM 


The volume of business distributors are losing to direct sellers on account of PRICE is insignificant among 


em of the distributor industry among the large plants. 


WHY DO THEY 





BUY DIRECT?- 








MANUFACTURERS UNABLE TO 


SECURE DISTRIBUTOR CONNECTIONS 


take the second biggest piece of business away from distributors 


Industrial buyers reported direct purchases on the 
products listed below because the manufacturers pa- 
tronized do not have local outlets. In many instances 
there was a double factor, lower price being given by 
these manufacturers as an added incentive for the 


lines not stocked 

It is interesting to note that even some of the 
smaller plants will sometimes desert the distributor to 
purchase a particular brand. The chart tells the 
by product and plant groups: 


buyer to deal direct on locally. 


story 


Per cent of plants in each group buying each of following products direct from manufacturers not 


having local distributor connections. 


(**In place of figures indicate less than 5%) 














GROUP | 

PRODUCTS 

divin cat ith saseliadiaiiameteliimianeiemaastaag 
Pumps — gen. service , 38% «| 
Drills, Taps........ 31%, 
Bearings. ; 2 GY, 
Grinding Wheels... .. 23%, 
Files... .. 15% 
Hacksaws 15% 
Portable Elect. Tools (High Cycle) 18% 
Welding Rods....... +* 
Valves..... 7 ** 

SIGNIFICANCE: ‘There is a natural tendency for a 


manufacturer lacking local distributor connection to 


eo after business direct. It is likewise a natural 
tendency for some buyers to place a fraction of their 
business direct to keep in touch with possible price 
distributors would do well to 


check constantly with their customers to see if these 


advantages. However, 


local 


inanufacturers without connections are main- 
& 
Af / nt Don Te L/ is i ee 
AL PRODUCT KNOWLEDGE 


diverts some business to the direct seller 


suyers in 41 per cent of all plants surveyed having 
over 500 workers complain that distributors are not 
sufficiently informed on the products they sell. But 
it is interesting to note that only 8 of the 29 products 


(over 1000 workers) | (501 to 1000 workers) 


GROUP Il GROUP Ill GROUP IV 


(251 to 500 workers) | (under 250 workers) 





20°, 21°; 11% 
** ** ** 
** 

*** 

on *** ** 
— ** 

*** ** 

** ** * 
** ** ** 














taining prices, and when cases of price-cutting are 
discovered it might be advisable for the distributors 
Obvi- 
ously a manufacturer who has satisfactory distributor 
connections in most territories—and who has elected 
to play ball with the distributors’ industry—is anxious 
to respect the distributor’s interest in territories in 


which he does not have local connections. 


to report back to their own supply sources. 


& 


BY DISTRIBUTOR’S SALESMAN 


surveyed were mentioned as being purchased direct 
because of a lack of adequate technical knowledge on 
the part of the distributor’s salesman. 
mentioned are: 


The products 


Mechanical Power Transmission Equip- V-Belts Welding Rods Pumps 

ment (both direct drive and line shaft) Bearings Band Saws Refractories 
SIGNIFICANCE: It must be assumed that the above customer, and such service answers the customer's 
products are not the only ones on which distributors’ normal demands. However, in spite of similar assis- 


salesmen have inadequate application knowledge. 
Fortunately, most manufacturers provide competent 


sales engineers to back up the distributor with the 


tance which is given to the supply house by manu- 
facturers of the above products, distributors are losing 
out with some customers. 
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CONTINUED 
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UNDEPENDABLE SERVICEIs given as a reason by users for buying some products direct 


Reference to this factor as a reason for buying direct 
was limited in all sizes of plants. In Group I (over 
1,000 workers) 15 per cent of the plants interviewed 
buy welding rods and bearings direct and 8 per cent 
buy refractories and mechanical power transmission 
equipment because of this reason. In Group II plants 
(500-1,000 workers) the same reason influences 20 


SIGNIFICANCE: Very strikingly is revealed the fact 


that service rendered by distributors is, on the whole, 


DISTRIBUTORS DO 


NOT STOCK § 


—Another factor responsible for the placement of some business direct with the manufacturer 


The volume of business going direct for this reason is 
only incidental and does not constitute a problem. 
There are, of course, some items for which there is so 
little demand that it does not pay distributors to 
handle the business. 

Products mentioned are as follows: Circular and 
band saws, bought direct because of this reason by 6 


SIGNIFICANCE: No problem involved on this fac- 


tor. Distributor’s stocks appear to be in satisfactory 


PELIAT 


per cent to buy mechanical power transmission equip 
ment direct and 7 per cent to buy welding rods. Even 
in Groups III and IV (up to 500 workers) it is some 
what effective, causing 3 per cent to buy mechanical 
power transmission equipment, 2 per cent to buy 
bearings, while 1 per cent buy pumps, band saws and 


V-belts direct. 


extremely satisfactory. Distributors are geared to give 


industrial users competent service with few exceptions. 


2 | 


per cent of plants; pumps, welding rods, valves and 
hand trucks by 3 per cent; drills, taps, dies, files, 
portable electric tools (high cycle), steam specialties, 
refractories, manila rope, mechanical power transmis- 
sion equipment, bearings, picks and shovels—bought 
direct by 2 per cent or less of plants because special 
types are not carried in the distributor's stock. 


shape for most of their customers’ requirements. It 
would be uneconomic to attempt doing much about this 


RECIPROC|TY—Minutely responsible for cutting out distributors on some business 


Reciprocity is not the bugbear it is often reputed to 
be. At least in the area surveyed the volume of busi- 
ness involved is so small in comparison to the total 
supply business that distributors have no great cause 
for alarm. Approximately 5 per cent of the industrial 
users were found to be placing some business direct 
on the following products because of reciprocity: 


SIGNIFICANCE: 


ers is a by-product of distressed. business conditions. 


Reciprocity between manufactur- 


How- 
making 


Little can be done about it by distributors. 


ever, they themselves contribute toward 


Drills, taps, dies, reamers, files, hack saws, mechanics’ 
tools, portable electric tools (low and high cycle) 
welding rods, nuts, bolts, washers, pipe tools, pipe 
fittings, valves, steam specialties, refractories, pumps, 
manila rope, wire rope, power transmission equip 
ment, V-belts, rubber belting, hose, bearings, hand 
chain hoists, hand trucks, picks and shovels. 


customers reciprocity minded by forcing reciprocity 
business with their own supply sources. In_ the 
territory surveyed reciprocity between manufacturers 
is an insignificant factor. 
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DISTRIBUTOR’S COMPETITIVE ADVANTAGE 
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WHO DETERMINES QUANTITIES? 

















e | 2\an| & 
USING STORES INVENTORY PURCHASING 
DEPARTMENT DEPARTMENT DEPARTMENT DEPARTMENT a 
ers 8% 17% 8% 67% 
2% 12% 2% 84% 
sabe 35% 6% 10% 49% 
vate Ae 45% 4% 8% 43% 




















STOCK CARRIED ON ITEMS BOUGHT DIRECT 
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Their greatest field for expansion 
is to win more of the big 

plant's business . . . business 

which is now going in large 

volume to the manufacturer 

who sells direct 7 























The competition is strong... 
the direct seller is at his best 
in selling this rich big-plant 
market 


The greatest obstacle to be overcome 
if this market is to be captured: the 
bug-a-boo of price 





Part | of this report obviously shows distributors 
in the surveyed area in a quite solid position with 
their general market — 


The same buyers who provided the foregoing data 
have also reported — 

What they think of distributors 

What they think of salesmen 


How both may render a more valuable service and thus 
increase the share of the business they get 














A SUPPLEMENTARY SURVEY OF THE DISTRIBUTION FACILITIES 
IN THE "SAMPLE MARKET" TELLS — 


1. How distributors. have won their pres- 3. Their sales training methods 


ent position 4. The extent of stocks they carry and 
2. Their sales promotion activities services they render 


These important points comprise Part Il of the survey report 
— Appearing in our June 10 issue... Published about May 25 
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of Bermuda gracefully sliding into anchorage at Hamilton. 
beginning of a three-day happy-go-lucky lark on the island 


SAILING SCHEDULE 
New York 
Leaves . . - « « 6 p.m. Thursday, May 25 


Bermuda 
Docks .. - « « 7am. Sunday, May 28 
Leaves... .. . . 5 p.m. Tuesday, May 30 


New York 
Docks . .. . . . + 8 a.m. Thursday, June 1 


(Stop at Norfolk has been cancelled) 


DAY IN BERMUDA SUNSHINE 


ONE MORE DAY IN BeRMuDA! An 
important change in the sailing 
schedule of the convention cruise 
has just been announced. The 
proposed stops at Norfolk, Va., 
which were originally planned 
have been cancelled to allow for 
an additional day in the Bermuda 
sunshine. 

For those members who take 
their golf seriously, this three day 
stay will mean a chance to edge 
in two or three more rounds under 
ideal conditions. And for the 
wives, it will offer a splendid op- 
portunity to delve into those ex- 
cellent Bermuda shops for an 
extra gadget or piece of cloth for 
the folks back home. 

So at 6 o'clock sharp om the 
afternoon of May 25, the “Mon- 

(Continued on page 106) 


Cancellation of Norfolk stop gives conventionites one more 
day to romp, golf, and shop on that queen of the isles—Bermuda 


Bermuda News Bureau 
Lasy, restful, Old World atmosphere predominates during the daytime with 
the bicycle and the graceful carriage setting the tempo 








WIRE ROPE SERVICE 


This storage rack holds 30 reels of wire rope, so arranged that lengths may 
be cut from any reel with little effort. Traveling hoist facilitates handling of 
heavy reels 


Preformed wire rope—its construction features and advantages—was here 
claiming the interested attention of J. L. 
manager of W.H. Anderson Co., Inc.; G. E 
sion, American Chain and Cable Co., Inc. 
president, 


Hurley, treasurer and general 
. Gunther, American Cable Divi- 
, and H. A. Stewart, Anderson's 
J. E. Reavis is secretary of the Anderson organization 
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WHERE A DISTRIBUTOR is doing 
a good selling job on wire rope, 
you'll find usually that he is back- 
ing the field efforts of his men 
with methods of storing, han- 
dling and shipping that facilitate 
and expedite deliveries and gener- 
ally contribute to the production 
and maintenance of customer sat- 
isfaction. 

Take W. H. Anderson Com- 
pany, Inc., Detroit, for example: 

When it comes to wire rope 
distribution, this house takes a 
back seat for nobody. Ander- 
son salesmen—and this classifica- 
tion includes the officers—really 
are bears at digging up cable 
business in the industrial and 
construction fields of the Detroit 
area. 

It takes knowledge of wire rope 
and its applications and consist- 
ent “bird dogging” to get this 
business, of course, but Ander- 
son executives feel that efficient 
warehousing facilities are also 
vital to successful merchandising 

-and to “wire rope service at its 








AT ITS BEST! 


BEGELESS 


That's the slogan of W. H. Ander- 


son Company, Inc., Detroit—and 


the Anderson organization lives up 


to it by backing its energetic 


salesmen with efficient storing, 


handling and 


Coiling and spooling machines, designed and built by Anderson 
organization. Complete reel is being elevated on hoist for loading 


into truck. 
best.” Hence, the company’s 
modern methods for storing wire 
rope and handling orders. 

The storage rack—a heavy tim- 
ber frame, with inclined members 
—carries 30 reels of cable, mount- 
ed on three levels. The ends of 
the bar running through the cen- 
ter hole of each reel rest on 
metal pieces bolted to the inclined 
timbers, and the reel revolves 
easily on its bar. Reels are 
placed on the rack in proper posi- 
tion or removed from it by means 
of a traveling hoist, and another 
“traveler” facilitates the loading 
or unloading of trucks, which are 
run directly onto the floor of the 
warehouse. 

A coiling and spooling machine, 
designed and built within the An- 
derson organization, is employed 
both for making up coils of rope 
for shipment and spooling rope 
that is to be shipped on reels. 
The machine may be adjusted to 
make coils of any diameter and 
to handle reels of almost any size. 

3ecause of the carefully plan- 
ned method of working out the 
floor “ruler,” it is not necessary 
to remove a reel from the rack 
in order to measure off the 
amount of cable to go on an 
order—no matter what the posi- 
tion of the reel is. From a marked 
point (a few feet from the coil- 
ing machine), which is used as 
a center, arcs are marked off 
every five feet in the direction of 


Note how coils are wrapped in burlap for shipment 


the rack, with lesser marks de- 
scribed every foot. The end of 
the rope to be measured is car- 
ried to the center point near the 
coiling machine. Then by “straight 
line’ measurement, the length of 
rope desired is determined by the 
marks on the floor regardless of 
the angle at which the rope ap- 
proaches the center marks. 
Anderson thoroughness is car- 
ried on into the shipment of rope. 
Each coil is wrapped carefully 
with burlap, and the shipping tag, 
securely fastened to each coil or 
reel, carries full particulars, in- 
cluding length, size, construction, 
grade, center and order number. 
And the packing slip contains the 
same information. The shipping 
tag, which accompanies the order 
through the warehouse, is a safe 
guard against error in filling and 
shipping the order. At the same 
time, it enables the customer to 
identify the contents of any pack- 
age without removing the burlap 
and precludes the possibility of 
error on the part of the cus- 
tomer’s stock man ‘in supplying 
rope for various installations. This 
is a definite customer service. 
While the W. H. Anderson 
Company does a big. business in 
the construction field, from 60 
to 70 per cent of its wire rope 
sales are to industrial users. 
You'll find cable that has been 
sold by Anderson in plants where 
they pack and grow the bean 


; 
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shipping methods 


By EDWARD J. McOSKER, Epiror 


sprouts used in making chop suey, 
in a large dry salt mine, working 
drag scrapers on the storage piles 
of large process plants, in crack- 
ing stills and coal yards. 

Anderson men have sold plenty 
of wire rope to the motor industry 
—particularly small sizes for bal- 
ancers used in polishing and buff- 
ing bodies, and in the foundry 
for handling hot ladles and the 
vibrating machines employed to 
clean castings. And, again, the 
motor industry has found con- 
siderable use for Anderson-sold 
wire rope slings in handling heavy 
body dies. 

Many an industrial plant has 
need, every now and then, for 
cable replacements on locomotive 
cranes, yard cranes, overhead 
cranes and elevators, and the An- 
derson men don’t overlook these 
sales opportunities, nor do they 
pass up the spots where wire 
ties might be used for tying bags 
or castings. And the “Sell ’Em 
Something More Idea” permeates 
them so thoroughly that they don’t 
forget sheaves and blocks, clips 
and clamps when the sale of cable 
is completed. 

Members of the Anderson or- 
ganization were quick to see the 
advantages of “preformed” wire 
rope when it was developed some 
years back—and they were im- 
portant factors in “selling the 
idea” in their territory. Pre- 
formed, they feel, has not only 
increased their sales opportunities 
as it has broadened the use of 
wire rope, but has also simplified 
their handling problems. 
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A modern, day-lighted supply house 
—all on one floor. New home of 
The Queen City Supply Co. in Rich- 


mond, Indiana 


ALL ON 


ONE FLOOR 


New home of Queen City's Richmond, Indiana, branch 


is model supply house layout — Viewed by large 


SHE QUEEN CITY SUPPLY Co., Cin- 
cinnati, welcomed patrons and 
prospects of its Richmond, Indiana, 
branch to the brand new home of 
the latter, at 415-417 North 
Twelfth street, with an open house 
and industrial exhibition March 
22 and 23. 


crowds at open house and 


industrial exhibition 


was practically erected for the 
company, and to its own specifica- 
tions, is a model layout for a sup- 
ply house of the size, serving such 
an area as that covered by the 
Richmond branch. 

The building is of concrete block 
and steel truss construction and 
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Edgar C. Hirschfield, manager of 
Queen City’s Richmond branch 
since 1931 A 
feet of the 17-foot “wall” are in 
glass, including three sides of the 
building. This provides excellent 


This modern light conditions. The front section, 
which is occupied by a spacious 
display floor and service counters, 
on one side, and a roomy office on 
the other, is, of course, equipped 
(Continued on page 101) 


which 





structure, hasn’t a post in it. The upper five 













Queen City’s Richmond staff. Left to right—Edgar C. Hirschfield, manager ; 
O. E. Gunckel, William F. Hilling, Donald E. Thomas, Ralph B. Kissel, 
Dorothy Deem, S. Bullerdick and H. E. Weist 







J. H. Blackham (left), Queen City 
vice-president and M. G. Bonner, 
Morse Twist Drill and Machine Co., 
in front of section of pipe and steel 
stock. Note how “mezzanine” is 
also employed for storage purposes 





< —=x 
Corner of the roomy warehouse— 
small stock bins at right, bar steel in 
background, with wire rope and 
packaged goods in foreground, latter 
in temporary arrangement due to ex- 
hibits occupying part of floor space 














Sam Quarters the Circle 


“Y’know that big circular sheet of 
stainless I ordered from you last 
Friday ?” asked Sam Supplier’s nuis- 
ance P.A. friend. “Well, can you 
cut it into four parts of equal area, 
but using only three lines? What’s 
more, the lines have to be of the 
same length although not necessarily 
of the same shape. If you can figure 
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Some Questions About Drills 








































1. What metal-cutting tool has 17. All drills except small ones are out how to do it, cut. it before you 
highest efficiency? Why? slightly smaller at the top than at the send it over.” 

2 Sew ase tales Gels ete? bottom. What is this called? Sam spent about a half hour fig- 

; ; ; nts “— > uring that one out. Y’see, a couple 

3. What is the common name for a ay oS ales ; of diameters dividing the circle into 
the grooves on a twist drill—or a _ 19. How much does it amount to, four parts isn’t the answer, because 
straight drill, for that matter? in terms of inches? that’s only two lines. 

4. What three functions do the 20. How is over-all length of a (If Sam’s problem is beyond you, 
grooves serve? common drill measured ? look at his answer on page 98.) 


5. Why the twist? Wouldn’t a 
straight drill work as well? 





6. What are the three principal 


parts of the common drill? rw. LO 
7. When a drill has a double-flat : | ) 
at the end of the shank, what is this LoT2z 2 co Cc 
end called? . MBNUFACTURERS 

8. What is the proper name for 


the section between flutes which ac- 
tually forms the cutting edge? 























9. And those cutting sections are 
joined by what? 


10. When you get down to cut- 
ting edges, what do you call them? 


11. Every drill has a point which 
doesn’t cut metal so much as it wears 
it through. What is the proper name 
for that section of the drill? 





12. What is the customary angle 
of the latter with the cutting lips ? 





13. Now, what is the angle be- 
tween lips on a standard-ground drill ? 


14. Behind the edge there is a por- 
tion of metal on the land which may 
drag if not properly relieved. It is 
very properly called the ? 








15. How much relief to provide 
point or lip clearance? 

16. All twist drills have a little 
raised section up the front face of 
the land, a surface which actually de- F ‘ “ 
termines drill diameter. Called what? “Young man, who are you trying to sell your line to, me or Miss Dovey? 
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This modern woodcarver works with 
a cabinet file—finishing a donkey 
model to be included in the Ford 
“Cycle of Production” at the New 
York World’s Fair 
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FILE HIDEQUTS—UNCOVERED 


An imaginary little journey through a typical metal-working 


ANYONE WHO ATTEMPTS to ex- 
plain all about files in less than 
book length is just plain foolhardy, 
because there are something over 
250 common kinds of files, and 
four or five times that many cuts 
and sizes. Let’s just assume for 
the purposes of this article that 
you're going around a_ typical 
metal-working plant, and try to 
find the places where files are 
used, as well as the uses to which 
they are put. 

You'll probably start your little 
tour in the tool room or die shop. 
Over there at a bench is an ap- 
prentice. Clamped in front of him 
square die block, and the 
bench is littered with files. He’s 
learning the different shapes and 
cuts and what job each can do 
best. Let’s ask him about files 
in general. 

“Well,” says he, “files are or- 
dered by shape, length, and cut. 
The shape is simple—in fact most 


is a 





Coarse flat and square files come in handy to touch up bearing brasses in a 
coal company’s tug maintenance shop 
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plant to show you where files go and what they do 


BY E, J. TANGERMAN, TECHNICAL EDITOR 


files are named by shape. Common 
shapes include rectangular, square, 
half-round, round, triangular, dia- 
mond, and oval. Lengths of stand- 
ard files run from 3 in. on up to i8 
or 20 in., depending upon type 
and use. Sizes in general move 
up in half-inch steps to 6 in., to 
10 in. by inches, to the largest 
size by 2-in. jumps. Most files 
are named by shape, but some by 
use—like slotting and slitting files. 





Cuts Metal Faster 


“Standard files, except saw 
files, which are usually  single- 
cut, can be either single-cut or 
double-cut, the first having a 
single course or series of teeth 
(or chisel cuts) diagonally across 
its face. The double-cut has two 
courses crossing each other, one 
course being finer than the other. 
This makes it cut metal faster— 
so most machinist’s files are 
double-cut. For finishing, though, 
we often use single-cut files, be- 
cause they give greater smooth- 
ness of cut. 

“There are a lot of special files, 
too, like rifflers, which are really 
metal handles with a shaped file 
at each end. We use them for 
shaping details in dies and any 
fine work like that. For fine work, 
we use Swiss-pattern files, which 
have a special tooth arrangement. 
Then there are machine files for 
our filing machines, the bench-ma- 
chine-type with shank, cutting on 
the pull stroke, and the parallel- 
machine type, which cuts on the 
push stroke. And of course there 
are rasps, which differ from files 
in having teeth independent of 
each other, each tooth being formed 
separately by a single-pointed tool 
or punch. Blacksmiths, plumbers, 
cabinet-makers, wood-workers, pat- 
tern-makers, rubber-workers and 

(Continued on page 102) 
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Modern steel warehouse just occupied by Woodbury and Co. in rapidly growing industrial section of Portland 


WAREHOUSE DELUX 


Modern architecture, asphalt flooring, excellent handl- 
ing methods and conveniences for employees feature 
new "home for steel" of Woodbury and Co., Portland 


WoopBURY AND CO., PORTLAND, 
OREGON, in March occupied their 
new steel warehouse—a massive 
concrete structure, 200 by 300 
feet, covering an entire city block. 

Among the finest warehouse 
buildings of its type on the Pacific 
Coast, it is situated at Northwest 
23rd and Nicolai avenues, in one 
of the fastest growing industrial 
sections of the city. Across the 
way is the huge steel warehouse 
of the Columbia Steel Co. Nearby 


is the plant of the Fuller Paint Co. 
The Chase Bag Co. has just com- 
pleted a new concrete plant two 
blocks away. A little farther on 
is the plant of the Electric Steel 
Foundry Co., the leading producer 
in the Pacific Northwest of high 
grade alloy and stainless steels. 
Woodbury’s new warehouse 
proper has one great room with 
three 65-foot bays, served by a 
complete overhead tramrail sys 
(Continued on page 100) 
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Five-ton hoist operating on tramrail 
handles a load of steel. Each of 
three bays is equipped with one of 
these hoists, but each hoist can be 
shifted to the other bays and ope 
ated there in series or indwwidually 





« 


Trucks drive ito the warehouse 
through one large door, load or 
unload, and pass on through another 
door on the other side of the build 
mg. No turning necessary. Only 
two rows of posts break the space of 
the great storing and handling area 
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SUPPLY SALES 


Strong increases in volume by distributors in North 
Atlantic, Southern and Western areas boosted the 
Sales Indicator to 106, a point that had not been 
reached since the toboggan whizzed past there in De- 
cember, 1937. Dollar value of average order took a 
climb going to $16.01, although number of orders per 
day was off from 98 to 90. 


DOLLAR VALUE, AVERAGE ORDER ORDERS PER WORKING DAY 
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GOOD BRUSH| 
GOOD WORK 
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Lirashescontnor costs 


PA | NT AND VA R NI § » @ Do you pay good wages to good 
: orkers and then handicap them with 
BRUSHES we 


poor brushes? 


Brushes are tools. Why not con- 
sider them as such? When a file wears 


7 wi R E Aano “FIBRE. out, vou discard it You know that 
PWHEEL BRUSHES 
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Ri wi ie 
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a worn file wastes many times it- 


replacement cost by slowing up the 


@ THINK of the increased volume of brush 
business that could be sold if every industrial 
customer was aware of the important relation 
of brushes to wages! 


THINK of the steady flow of repeat orders 
from “Brush Conscious” customers who make 
sure that no worker is permitted to waste time 
using a badly worn brush or a brush ill-suited 
to job conditions. 


SELL your customers on the fact that the real 
VALUE of a well-made brush is its ability to 


THE MOST EXTENSIVE LINE OF 





user and reducing his efimency The 










MAKE YOUR CUSTOMERS 


"Brush (ors ; uw 






INDUSTRIAL BRUSHES 
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> FLOOR SWEEPING 
BRUSHES 


same principle applies to brushes 

Be sure that every production and 
maintenance brush in YOUR plant is 
in good working condition and cor- 


rectly matched to job requirements 


WINDOW CLEANING | 
«BRUSHES 


Osborn and the Osborn Distributor 
in your locality can help. Ask about it! 


Tue Oseorn Manuracturinc COMPANY = ee 
S40) HAMILTON aveNte . CLESPLAND ONTO LF ‘i 3 t o 
oe 6 COUNTER on 

“BENCH DUSTERS - 


PROTECT THOSE HOURS SPENT WITH BRUSHES 


increase human efficiency and reduce costs. (The 
PRICE of the brush itself is of minor importance). 


OSBORN’S advertisement in the May issue of 
leading industrial publications is reproduced in 
miniature above. The objective of this advertise- 
ment is to help YOU make YOUR customers 
“Brush Conscious” and thereby help YOU 


develop bigger volume on Osborn Brushes. 


THE Os80RN MANUFACTURING COMPANY 


5401 HAMILTON AVENUE . 
Sales Offices: New York ¢ 


CLEVELAND, OHIO 


Detroit « Chicago ¢ San Francisco 


SERVING ALL INDUSTRIES 


SALES TIPS 


FROM THE TRADE PRESS 


Because of space limitations, most items appearing in 
this department have been reduced to their elemental 
facts through digesting. Where the reader's interest 
is particularly great, we recommend that the article 
be sought out and read in detail in the paper where it 


originally appeared. 


Electric Mixer for Liquids 


To mix up a small batch of glue 
or other patching material, here is 
a simple device that will do a bet- 
ter job of mixing and save time. 
Several strips of.metal have been 
welded to a piece of 4-in. rod. 

















Even bending the rod into a loop 
at the bottom will suffice. With 
the other end of the rod set in a 
portable electric drill, the mixer 


is ready to go.—Factory, April 1, 


1939, 


Buymanship—The New 
Crusade 


Buymanship, eagerly hailed by 
salesmen but still eyed doubtfully by 
some purchasing agents, is nothing 
more than the opposite of salesman- 
ship and relates to the art, function 
and practice of buying. 

The executive who meets the sales- 
man in the reception room, forces 
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him to stand and glares at him with 
a virulent look which says plainly as 
a bill board, “Tell your story in as 
few words as possible and get out.” 
Only a bad case of diarrhea can ex- 
cuse such impatience. 

Members of the buyer’s establish- 
ment should develop the art of ab- 
sorbing the salesman’s story—such a 
practice will often bring to light the 
sought for fact which will yield a 
profit to the salesman in commissions 
and give a money or time saving 
piece of equipment to the buyer. 

Salesmen are often teachers with 
their light under a bushel. Thev are 
messengers bearing good news and 
glad tidings in many cases and often 
have a message of great worth. They 
are authorities in their field and it 
won't hurt buyers to absorb some of 
their knowledge. 

The whole buying crusade has been 
summed up by a well known manu- 
facturer as “doing unto others’ sales- 
men as you would have others do 
unto your salesmen”.—editorial in 
The Midwest Purchasing Agent, 
March. 


What Should Reports Cover? 

If one looks over bunch of the 
forms used for the daily or weekly 
call reports of electrical whole- 


salers’ salesmen, it is soon seen 
that they are of many types. They 
range from simple memorandum 


pads asking for information on but 
a couple of points to large sheets 
requiring the checking or entry 
of a number of items. Some forms 
are too complex, others too simple, 
but none show any signs of uni- 
formity. Too many appear to be 
stock forms prepared by a printer. 

If salesmen’s call reports are to 
be worth the time they take to 
write up, they ought to be some- 
thing more than tabulations of or- 
ders received. They should supply 
enough information so that the 
salesmen’s immediate supervisors 
can help them solve routine selling 
difficulties. 

Here are a few points that should 
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be covered by salesman’s call re- 
ports: 

1. Reasons why a call did not result 
in a sale. 

2. Whether the call was a first call. 

3. Whether manufacturers’ promo- 
tional material or other advertising 
matter is wanted by or for an account. 

4. Whether account is new or old. 

5. Whether call was sales or service. 

6. Items on which customer’s stock 
is low, but not included on order. 

7. Complaints. 

8. Activities of competitors on indi- 
vidual accounts, and in the territory.— 
The Wholesaler’s Salesman, April, 
1939. 


Don't Grumble About Prices! 


Yes, price has its place—but when 
we look around we find that it is 
not always in first place, don’t we? 
Our largest jeweler, for example 
is not famous for his bargains— 
Tiffany by name. And we don't find 
the lowest priced rooms in the hotels 
with the largest clientele. And sales 
forces have been known to complain 
about a reduction in price because it 
hurt the standing of the product. To 
prove a point, the President of one 
of the Standard Oil Companies 
once went around among his direc- 
tors and offered a ten dollar bill 
in exchange for five dollars. A\l- 
though his bill was genuine, he 
couldn’t get a taker. The price 
was too low.—J.K.F. in Advertis- 
ing & Selling, April, 1939. 


Why Sales Are Lost 


A few weeks ago General Re- 
search, Inc., polled a group of sales- 
managers to find out what makes 
salesmen click. 

One day early this month the 
Sales Executives Club of New York, 
lunching at the Hotel Roosevelt, 
approached the subject in reverse 
when it asked members to give the 
five major reasons for lost sales. 

In order of importance they were: 
(1) That salesmen fail to create 
enough desire for their products; 
(2) that they neglect their cus- 
tomers too long; (3) that they 
don’t give enough thought to pres- 
entation; (4) that they don’t cover 
their sales presentation thoroughly ; 
and (5) that they allow customers 
to put them off with stories 
of friendship with competitors.— 
Forbes, April 15, 1939. 
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LUBRICATING EQUIPMENT 














(Model 309) 


Lincoln makes awiderange of equipmenticrthemot =P ME Lincoln line is constantly 


efficient application of grease lubricants. A power 
operated unit is shown above. Some KLEENSEAL 


Grease Guns are shown below . . . Complete line is growing in popularity because + 


shown in Catalog Nos. 60 and 70. 


1 It is a complete line of recognized superiority. 


2 It is sold under a clearly defined policy of selective 





distribution. 


3 It provides a generous distributor margin. 





4 It has substantial sales potential in a widely diver- 


sified market. 


5 It is manufactured by a sound, progressive company 
who are pioneers in lubrication equip- 
ment, and whose entire facilities are 


concentrated on this one industry. 





Lincoln also manufactures KLEENSEAL, Button Head _— i . 
and Pin Type fittings, and also many fittings for Inquiries are solicited 


special purposes, such as Vented Kleenseal fittings 
for anti-friction bearings and Reservoir fittings. 


BUSINESS CHARACTER 
Rice Leaders | 








4 of He World 
Baeeeiae ee ea eee a COMPANY f Association 


PIONEER BUILDERS OF LUBRICATING EQUIPMENT Pe Seentan F 
ee eR Ores f T 0 wo fa ORIE S17 0 1s wo OTs T mm erent ese . ‘ 
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MAY 21 TO JUNE 20—GEMINI, THE TWINS 


Are you one of these dual personalities born under Gemini? 
If so, you’re ambitious, aspiring, curious, apt, active, sym- 


pathetic, sensitive, perceptive, imaginative, idealistic, pro- 3 ete 
gressive, ingenious, inventive, and verrah, verrah clevah. eNO RILS 
BUT, you like pleasure and adventure, you're restless, high- ae \ ite \ 
strung, indecisive, irritable, excitable. You like conversa- } AM \ 
tion, and to do two things at once. Astrology says you ought Ips “> O-R Ww 
la % 


to be a schoolmarm or an author—not a peddler at all! 


YOUR FPORIUNE 


The Month of the Twins Should Double Your Chances to Sell. Here 


Are Some Suggestions of Places to Start and Things to Offer. 


“_—“_—_—err 





AS SOON AS THE HEATING 
PEAK GOES OFF, users of steam fittings, 
steam and hotwater heaters begin to 
repair the baling-wire and adhesive- 
tape patches they’ve been limping 
through the winter with. That creates 
a Spring peak for the manufacturers. 
They buy files, grinding wheels, thread- 
ing tools, sheet-metal tools, rivets, weld- 
ing rod, and such. (First uninterrupted 
time I’ve had for a month of Sundays! 
Oh, oh—there’s the phone!) 


STOVE MAKERS, TOO, hit a 
Spring peak this month that isn’t ex- 
ceeded by any month except October. 
Why, I don’t know, but they buy more 
files, wire brushes, hammers and 
chisels, grinding wheels, and all the 
other equipment and hand tools for 
working cast iron and sheet steel. 


ENGINE, TURBINE AND WATER- 
WHEEL plants are chugging away at a 
great rate, because the Spring urge 
seems to get buyers all het up. They’re 
really big machine shops, so they'll be 
wanting all kinds of machinists’ tools, 
tools and accessories for machines, 
welding rods and equipment, gears, 
belting, hose, piping, fittings. 


Tue CENSUS HAS A CLASSIFI- 
CATION FOR iT—this time meaning 
“Foundry & Machine Shop Products.” 
It covers a multitude of plants making 
miscellaneous small castings or turned 
parts, such as screw-machine products, 
production castings, and such, princi- 
pally of iron and steel. They need 
toolbits and toolholders for lathes, 
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shapers, and planers, drills, taps, files, 
die steel, punches and dies, etc. (That 
doorbell again! The postman with my 
daily quota of bills.) 


WHAT WITH THE wirES—and 
the wireless—hot from Europe, the air- 
craft plants are busier than ever. 
They’re wanting electric and pneumatic 
tools, hand tools, sheet metal tools, 
welding rods, flexible tubing, silver 
solder, and all the odds and ends that 
go into a finished plane. 


GETTING DOWN TO EARTH 
AGAIN, the electric- and steam-railroad 
car business has been looking up. 
That means more pneumatic and elec- 
tric tools—principally riveting and 
chipping hammers and drills—shear 
blades, die steels, machinists’ tools, 
pipe-fitters’ tools, punches and dies, 
bolts, nuts, washers, rivets, welding 
rods, paintbrushes, paint, spray guns, 
hose (mostly air. That damned ’phone 
again. NO, Mr. Goldblatz doesn’t live 
here and we don’t sell fish! ) 


COMING EVENTS CAST THEIR 
SHADOWS BEFORE, so I feel I really 
should warn you about the cast-iron 
pipe plants, which are busy now pre- 
paring for their annual July peak. 
They buy molding and cleaning tools 
(for castings), threading tools (for 
the threaded C.I. fittings), power- 
transmission equipment like belts and 
pulleys, brushes, brooms, and such. 
(The doorbell! A telegram. O.K., Boy, 
put it down, I’m busy! Oh, you want 
a signature. All right, all right!) 





TO PULL THOSE CARS AROUND, 
there must be locomotives. Try your 
local engine builder on the whole list 
above, plus insulation, sheet-forming 
tools, gages, steam fittings, wire, cable. 


PREPARING FOR JuLy rush 
seasons, beverage makers are checking 
things up. They buy hose (a lot of it is 
the white-coated water variety), hand 
tools, brushes, brooms, mops, pneu- 
matic cleaners, maintenance supplies 
and equipment. (Jesu Maria! What 
was that! Oh, “just us kids”, eh? 
Well, get the devil out of here!) 


ANOTHER SUMMER-RUSH _IN- 
pusTRY that’s getting ready now is the 
ice-cream maker in your city, village, 
or hamlet. He needs refrigeration pip- 
ing, valves and fittings, hose, brushes, 
mops, and brooms—in fact, the whole 
list as given above, plus odds and ends. 


GLASS AND POTTERY PLANTS 
are hard at it too, taking care both of 
the serious needs of our families 
(Crash! There’s a need for more 
crockery in our kitchen right now) and 
for the summer tourist trade. They 
need most of the list indicated above, 
plus parts for ovens, more abrasive 
wheels (for cutting glass and smooth- 
ing rough edges), polishing rouge, 
maintenance equipment (they make 
their own dies and have extensive power 
plants usually). (My Gawd—phone, 
door and kids all at the same time. The 
Hell with it! I’m going off by myself 
somewhere and start a colony of her- 


mits! )—E.J.T. 











Williams, S U “ a E C T Q R 3 will 
TURN THE TOUGH ONES 


@ Big, husky, rugged . . . powerful 
enough to turn just about anything 
with threads on it—that's Williams’ 
"SUPERECTOR"! 


Here is a real "he-man" wrench. Built 
with plenty of leverage for the really 
tough jobs, yet strong enough to thrive 
on the punishment that goes with that 
kind of work. And despite its almost 
unbelievable strength and power, the 
"“SUPERECTOR" is comparatively light 
in weight. 


Williams' “SUPERECTOR" is made in 5 
sizes—24 to 53''. It handles both Hex 
and Square Sockets from | to 454". 
Socket hole extends clear thru so nuts 
may be turned all the way down on any 
length bolt. Other advantages include 
Quadruple Pawls, more teeth per socket 
and drop-forged handle. There's a real 
market for this amazing wrench, made 
and guaranteed by the makers of the 
most complete line of wrenches in the 
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TEN YEARS AGO IN MILL SUPPLIES 


J: 


_ 


INDUSTR IAL 
DISTRIBUTOR 
oe 





cme 328% CR A NOTE OF SADNESS ACCOMPANIED THIS AN- 

ol Peer eaendn Neda BEEN Wi 
= C C. COOPER, WHO 

ANNOUNCEMENT WAS MADE OF THE MERGER U 6" 

OF THE PUBLICATIONS, “MILL SUPPLIES” MILL SUPPLIES FROM THE BEGINNING 


: : ™ AND WHO WAS To HAVE CONTINUED AS EDITOR 
AND “INDUSTRIAL DISTRIBUTOR AND SALESMAN bap, ANO GENERAL MANAGER, UNDER THE CONSOL 


CHARLES P. ROGERS 
STEPPED UP TO THE 
PRESIDENCY OF BEALS, 

= MCCARTHY AND ROGERS 
*% (JUST RECENTLY HE WAS 
‘ MADE CHAIRMAN OF 
THE BOARD AND WAS 
SUCCEEDED AS PRES- 
IDENT BY HIS SON, 
J. FREDERICK ROGERS) 





“MAKE EVERY VISITOR FEEL AT HOME - 

GIVE ALL SALESMEN FULL AND CONSIDERATE 
HEARINGS” THIS POLICY OF THE LEIGHTON 
SUPPLY CO, FT. DODGE, IOWA, WAS DISCUSSED 
BY £. |. LEIGHTON, PRESIDENT. 


NEWS ITEMS 


DEATHS REPORTED WERE THOSE OF J. W. JONES, THE MOHR-JONES 


HARDWARE CO., RACINE WIS., AND JOHN A. CASANAVE, THE CAS- 
ANAVE SUPPLY CO, PHILADELPHIA. 
o 


WILLIAM $. ROE INC., NEWARK N.J.. OPENED TWo WEW DE- 
PARTMENTS TO ROUND OUT MILL SUPPLY ACTIVITIES. 


y) 

. CLARK BROS. BOLT CO, MILLDALE CONN., OBSERVED (TS 

‘ , 15TH ANNIVERSARY . 
C.W. TITGEMEYER WAS rth 


ELECTED VICE PRESIDENT GRAFT-PELLE CO, LOUISVILLE, MOVED INTO LARG A 
IN CHARGE OF BRUSH DiV- TO LARGER QUARTERS 


AT 116 NORTH THIRD ST. 

(SION SALES OF THE OSBORN ae 

MEG. CO. CLEVELAND  W. §. CASANAVE WAS ELECTED PRESIDENT OF THE CAC- 
ANAVE SUPPLY Co., PHILA, FOLLOWING THE DEATH OF His FATHER. 





‘PEED, CLEANLINESS, SAFETY 
ECONOMY  —— ‘Razsorelity 


ALEMITE! 


REG. U.S. PAT. OFF 





FOR HEAVY MACHINERY Ale- 
mite high pressure lubrication safe- 
guards big machinery investments 





IN STEEL MILLS this Alemite Elec 
tric Gun makes history, providing 
volume delivery at high pressure. 
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a IN FOUNDRIES speed is all-important 
Molten metal doesn't wait. Here the Ale- 
mite Air Rock Crusher speeds lubrication 


IN PAPER MILLS one bearing fail 
may tie up a block-long ~*~ 3 


Most mills use Alemite. 





, IN CANNERIES cleanliness must 
rule! Alemite Equipment puts grease ure 
into bearings, keeps it from food. machine. 








N ASSEMBLY LINES rapid automatic 


¥ 
pensing of lubricant accelerates produc 





ON CONSTRUCTION JOBS the Alemite 


It's easy with an Alemite Power Gun 
Portable Service Station provides power lu 


IN TEXTILE MILLS Alemite lubrication 
" saves important time 


| oa " avoids contamination of products 
' ‘ saves time, reduces bearing failures. brication on the job; 
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STAMPING PRESSES, bear- ay ——_ of 
carry terrific loads. Alemite . a 4 = 
Alemite Vol- 


r Guns do a thorough job. 


ON CONVEYORS of all kinds, depend- IN MINES the 
helps pre- ume Gun can easily service 
several outlets at once 


Alemite lubrication 
dela YS 


able 
production 


vent bréakdowns, 








A Division of Stewart Warner Corporation, 1870 Diversey Parku ay, beer wig IL IN PACKING PLANTS the 
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EWS | 


Jordan New Vice-President 
Of American Steel & Wire 


Harvey P. Jordan has been named 
vice-president in charge of opera- 
tions of the American Steel & Wire 
Co. He succeeds M. W. Reed, who 
has been made chief engineer for 
Carnegie-Illinois Steel Corp. Both 
companies are U. S. Steel sub- — 
sidiaries. 

Mr. Jordan started as a chemist 
with American Steel in 1914. He 
has moved up through the ranks 
until he was named assistant vice- 
president in January, 1937, holding 
that position until the present time. 


Stealing a march on F. D. R.! Hugh H. Hirshon (right with rod), president of W. S. 
Wilson Corp., N. Y., beams proudly in having caught two of the center three marlin— 
one scaled 89!/2 lbs.—season catch for Miami. George Barenborg (left), New York man- 
ager of Fafnir Bearings, snagged the two end sailfish and one of the marlin 


Hewitt Rubber Expands 
Dallas, Texas Facilities 


Hewitt Rubber Corp., Buffalo, 
N. Y., now celebrating its 80th an- 
niversary, has announced the expan- 
sion of its Dallas, Texas warehouse 
facilities. On April 1, due to in- 


pay 
shy 


creasing demands and growth, 2,500 
additional square feet of floor space 
e . . ® % 
sq.ft. now in service at Dallas. ey io = 
lished in June, 1938, to assist Hewitt {4 . 
distributors in southern and south- : ¥ 
Hewitt organization employs about 
500 with a plant of seven buildings 
sq.ft. of manufacturing floor space. and Supply Co.'s new home for its marine and plumbing departments in Corpus Christi— 
saw latest models of motor speed boats and sail boats, outboard motors and engines, 


were added making a total of 7,500 “, 
The Dallas warehouse was estab- iat ' | 
western territory. . ! ‘ 
Founded in 1859 as the Gutta ’ a a : 
Percha & Rubber Mfg. Co., the Ci oF 
at Buffalo, N. Y., containing 205,000 Approximately 7,000 enthusiastic persons attended the opening of San Antonio Machine 
and modern plumbing fixtures. (See page 56 for story) 


Mr. and Mrs. America of the Mill Sup- 

plies industry after getting hitched. C. W. 

Hoover, Jr., recently promoted to sales- 

man for the Riechman-Crosby Co., Mem- Johns-Manville distributors in the Providence, R. |. area met recently in that city to learn 
phis, Tenn., snapped as he and his bride, more about packing and power specialties. Principal speaker was M. K. Cumming (far 
Miss Deverlon Clayton, Wilson, Ark., left right, first row), Johns-Manville, New York office. Also on the program were N. J. Kent 
the church (seated next to charts) and C. T. Dearborn (second row, far right) also of J-M 





“HEWITT Transmission Belt gets ‘top 
billing’ with us. We use a lot of belting 
and we have found that HEWITT Belts 
definitely give longer service. We also 


know our belt costs are lower.” 


HEWITT 
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The SUPER-DUTY 


Franchise “GOES TO BAT” for You 
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THE CLEVELAN 


3400 HAMILTON AVE. ° 


“We like the company; we like their 
files and we like their cooperation”, 
writes one big eastern Supply Man* to 
another. 


Letters like this, from Distributors in 
all parts of the country, show their en- 
thusiasm after they've given the Super- 
Duty Franchise a thorough work-out. 
They've proved its value—and its profit. 
They know it’s made to fit Distributor’s 
needs. 


Check the basic franchise points listed 
at the left. Don’t they agree with what 
you want in a line? Ask the man who 
is selling “Super-Dutys”. Then send for 
complete information for yourself. 


* Name on request, 


a Sn OO 


CLEVELAND OHIO 


QUALITY FILES SINCE 1899 
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NEW LINES 
faken on by 


Distributors 


CorNELL Suppty Co., Toledo, Ohio, 
has taken on the Keystone Lubri- 
cating Co.’s line of lubricants. 


NATIONAL Suppty Co., Toledo, 
Ohio, is now stocking a complete 
line of “Shakeproof” lock washers. 


Harry & DiIscHINGER Co., Toledo, 
Ohio, has taken on Bethlehem 
Steel pipe and Keasbey-Mattison 
pipe covering. 


KirKBY MACHINERY & Suppty Co., 
Toledo, Ohio, is now stocking Lub- 
riplate lubricants of Fiske Brothers 
Refining Co., and products of the 
Wahl Refractory Products Co. 


NINE BRANCHES oF N. O. NELSON 
Co., located in Jefferson City, Mo.; 
Birmingham and Montgomery, 
Ala.; and Houston, Beaumont, 
Austin, Waco, Dallas and Wichita 
Falls, Texas, have™ taken on the 
“Burks” line of super turbine 
pumps, water systems and conden- 
sation return units made by De- 
catur Pump Co. 


Pye-BarKeR Suppry Co., Atlanta, 
Ga., is now handling products of 
the Central Die Casting Co., B & 
S end wrenches and Irwin screw- 
drivers. 


LARKIN-PowWELL Co., Los Angeles, 
Cal., has been appointed southern 
California distributor of Broderick 
& Bascom industrial wire rope. 





Veterans of the valve industry! At the 
left is J. E. Hodgkins, vice-president Jen- 
kins Bros., with Sterling R. Funk, assistant 
manager. Both attended the Philadelphia 
Purchasing Agents’ Show. Mr. Hodgkins 
has been with Jenkins 40 years and Mr. 
Funk has 32 years of service to his credit 





“A STEADY FLOW OF 
NEW AND REPEAT BUS- 
INESS HAS MADE JOHNS- 
MANVILLE ONE OF OUR 
MOST PROFITABLE 
CONNECTIONS” 


HERE’S a dollars-and-cents 
basis for the enthusiasm of 
Mr. LeRoy Wiley, President of 
the Wiley-Hughes Supply Com- 
pany. His firm services some of the 
largest industries in and around 
Trenton, N. J. And Mr. Wiley has 
found that J-M Packings pay off 
well in customer good will . . . and 
the bigger profits that result. 
Other leading distributors 
throughout the United States re- 


port the same success with the 
J-M line. For J-M Packings bring 
dependability and economy to 
every job. In any service, they 
provide operating savings that 
customers appreciate. And your 
customers’ satisfaction is what 
builds up your reputation and 
business . . . makes more money 
for you. 

Moreover . . . the J-M Salesmen 
in your territory will be glad to co- 
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operate with you in cracking tough 
sales, service or recommendation 
problems. And the J-M Packing 
Franchise is specifically designed to 
protect your interests. 

Selling the J-M line, distributors 
all over the country are doing a 
better packing business with thor- 
oughly satisfied customers. If you 
are not now handling J-M Packings, 
may we send you complete details? 
Write Johns-Manville, 22 East 40th 
Street, New York, N.Y. 
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Jude Takes High Post with 
Manning, Maxwell & Moore 


Announcement has been made of 
the appointment of Henry Jude as 
general sales manager of the Loco- 
motive Equipment Division of Man- 


HENRY JUDE 


ning, Maxwell & Moore, Inc., 
Bridgeport, Conn. Mr. Jude suc- 
ceeds C. H. Butterfield recently made 
vice-president in charge of sales for 
the industrial and locomotive divi- 
sions. 

Mr. Jude started in 1905 as an 
office boy. His various promotions 
have covered sales work in numerous 
capacities. In 1934 he was made 
assistant general sales manager of 
the Locomotive Equipment Division. 

Two new appointments to the 
Texas oil district were also an- 
nounced at this time. Fred Crabbe 
will take over the Midland territory 
of Texas. He has spent several 
years in chemical research work at 
the Mid-Continent refinery and is a 
graduate of Tulsa University. 

Carl Davis will cover the Houston 
area. He has spent the past ten 
years in the petroleum industry and 
was, for several years, a representa- 
tive of Joy & Cox of Denver. 


Bromley, Sales Executive 
of American Screw Co., Dies 


Walter Bromley, assistant sales 
manager of American Screw Co., 
passed away on March 3. Mr. 
Bromley had just completed his 40th 
year with the company, having joined 
the firm on February 3, 1899. 

Because his duties took him at va- 
rious times to many parts of the 
country, he enjoyed an extremely 
wide acquaintanceship. Until 1915 
he traveled in the South; later in the 
middle Atlantic and mid-western 
states; and finally New England. He 
was appointed assistant sales man- 
ager in May, 1937. 
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Among the buildings for which Bethlehem furnished an important part of the steel are: 


Administration Building Continental Baking Co. Irish Pavilion Norwegian Pavilion 

and Annex Federal Building Italian Pavilion Petroleum Industry 
American Radiator Co. Ford Motor Co. Jewish Palestine Pavilion Exhibition, Inc. 
American Tobacco Co. French Pavilion Missouri Building Railroad Station 
Argentine Pavilion Gas Exhibits, Inc. National Dairy Products Roumanian House 
Beech-Nut Packing Co. General Cigar Co. New England Combined Soviet Pavilion 
Borden Co. General Electric Co. Exhibit Standard Brands, Inc. 
British Pavilion General Motors New York City Building Swift and Company 
Carrier Corporation International Parachute New York State Building Westinghouse E. & M.Co, 

Photo by Fairchild Aerial Surveys, Inc. 











ILL-SUPPLY jobbers handling Beth- 

lehem products will be interested 
in this illustration. It gives further 
evidence that “wherever steel is used, 
you'll find widespread acceptance of 
Bethlehem products.” 


Bethlehem has an exhibit at the Fair. 
We believe you and your customers will 
enjoy visiting it. But more significant 
to buyers of steel is the vast quantity of 
Bethlehem steels at work on the fair 
grounds. Steel buildings fabricated of 
Bethlehem structurals, knit together with 
Bethlehem bolts and rivets. Buildings 
ventilated by ducts of Bethlehem steel 
sheets, heated and supplied with water 
by Bethlehem pipe. Purple-Strand wire 
rope used in erection work, sewers pro- 
tected by Bethlehem piling, foundations 
reinforced with Bethlehem bars. If you 
handle Bethlehem wire rope, pipe, bolts, 
sheets or other steel products, we be- 
lieve it is to your advantage to point out 
that everywhere, in every industry, the 
name “Bethlehem” is accepted as a sign 
of quality in steel products. Your han- 
dling of materials made bythis 
company is extra assurance 
to customers that you are sell- 
ing sound, reliable products. 


You'll find Bethlehem Steels at work 




























Every month hundreds of thousands of advertising pages tell tens of 
thousands of mill-supply customers about Bethlehem steels. This 
constant barrage of advertising messages keeps Bethlehem’s name 
before industry, and makes all Bethlehem products easier to sell. 





















































These and other products are made by Bethlehem for mill-supply 
wholesalers. Most of them are sold largely or entirely through jobbers 
and wholesalers. We will be glad to tell you about jobber arrange- 
ments. Write Bethlehem Steel Company, Bethlehem, Pa., for infor- 
mation. 












BETHLEHEM STEEL COMPANY 





IT'S LOADED § WITH 
PROFITS FOR YOU 


USES STANDARD 
V-BELTS 


SIZES UP TO 7% H.P, 


The 


“Million Speed" 


Transmission 


LOW PRICED ...... . OPENS UP A NEW MASS MARKET 


Variable speed machine control is now priced within the means 
of the vast majority of machine users. The new Ideal “S.O.S.” 
variable speed transmission “has everything” a jobber’s item 


should have. 


Selective jobber policy. 


Each unit sold shows jobber a 
sizeable profit. 
Only five sizes to stock. 


Comes completely assembled— 
sold as a unit. 


Easily and quickly installed— 
no engineering problems. 


4‘ Uses standard V-belts which 
everyone understands. 


7 Backed up with missionary 
sales drive by /Jdeal Sales En- 


gineers assigned specifically to 
this product only. 


Backed up by a new, enlarged 
industrial magazine advertising 
campaign reaching thousands 
of companies—your customers. 


Backed up by 60,000 “S.O.S.” 
broadsides just mailed—70,000 
catalogs just off the press— 
over a million circulation of 
New Product publicity—/deal’s 
all-product broadside to 60,000 
prospects—an additional inten- 
sive direct mail drive to 
selected lists of prospects. 


Don’t Miss The Boat—It’s loaded with profits for you. Hundreds of Plants 
have already adopted “S.O.S.” Transmissions. A Few Protected Territories 


Still Open. 


TRANSMISSION DIVISION 


Osborn Names Rowland 
Advertising Manager 


C. W. Titgemeyer, vice-president, 
announces the appointment of G. O. 
Rowland as advertising and sales 


6. O. ROWLAND 


promotion manager of the Osborn 
Manufacturing Co.’s Brush Division. 
Rowland, a native of Texas and 
formerly general manager of Brush- 
away Products, has served Osborn 
for the last four years. He spent the 
first three years of this period as 
sales representative in the middle 
west, and in the summer of 1938 
went into the main office in Cleve- 
land as manager of distributor sales. 
A wealth of experience in mer- 
chandising gives Mr. Rowland a 
background that should prove of 
great value to him in his new posi- 
tion. His many distributor friends 
will be glad to learn that he will 
continue to conduct sales meetings for 
them when such occasions arise. 


"Outside, please,’ commanded the chap 
with the candid camera. And all busi- 
ness activity was interrupted while this 
picture was taken of members of the 
sales force of Almquist Brothers and 
Viets, Los Angeles, and two visiting 
brothers from the manufacturer's side of 
the fence. B. J. Herron; manager of 
Independent Pneumatic Tool Co.'s Los 
Angeles branch, is at the extreme left, 


IDEAL COMMUTATOR DRESSER COMPANY 


1000 PARK AVENUE SYCAMORE, ILLINOIS 
AS SE ALS LLL LL a a eS 
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while "Doc" Du Sell, one of "Thor's" 
sales engineers, is in the center, holding 
a portable electric tool 








ABOUT PORTO-POWER 


— remarkable hydraulic equipment for do- wy Assortment 


ing maintenance jobs faster and better. 
Pr. 1 


h 


ple — above: one-man Porto-Power P 
method pulls pulley off motor shaft 
; smoothly (compare two-man dangerous Cu 
Pi, method upper left). tA 





ORTO-POWER — the only portable hydraulic unit 

of its kind — opens up a great new market for you. 
Self-retracting 10-ton ram with all-directional action — 
remote control pump — “shop cruiser” stand and com- 
plete assortment of exclusive attachments bring big 
savings in time and money on scores of maintenance 
jobs. Big unit of sale — every plant a prospect for one 
or more of these remarkable “workshops-on-wheels”. 
Sell ‘em on Porto-Power — that's the sure-fire way to 


sales! WRITE NOW for full Porto-Power details 
How DoYouDoTheseJobsNow? ora \os5 catalogs on oll Backhewk Industiel Products. 


YY Insert and remove bushings, pins, shafts. Press 
4 Product of BLACKHAWK MFG. CO. 
Dept. P1759 Milwaukee, Wis. 


angle irons, etc. | Straighten line shafts. WRITE Now: 
PORTO-POWER DOES ALL THESE JOBS—AND MANY ) ( SSMS BERR 
MORE—QUICKER, BETTER, MORE ECONOMICALLY ff Blackhawk Mig. Co., Dept. P1759, Milwaukes, Wis. 


Send file of 1939 catalogs Blackhawk 
Products and their many uses industry. 
SOLD THROUGH ESTABLISHED INDUSTRIAL SUPPLY HOUSES 


BLACKHAWK + 
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These Saws 
Sell Easier 
Because They 
Cut Easier 











CRESCENT GROUND 
CROSS-CUT SAWS 


Superiority guaranteed. These saws will cut ten per cent more timber, 
same time and labor being used, than any other brand of Cross-cut Saw. 


Write for Cross-cut Saw Catalog and Prices. 


SIMONDS 


SAW AND STEEL COMPANY 


1350 Columbia Road 127 So. Green St. 
Boston, Mass. Chicago, Ill. 
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Elwood Burdsall, executive, 
Passes On at Age of 82 


Elwood Burdsall, secretary-treas- 
urer of the Russell, Burdsall & Ward 
Bolt and Nut Co., Port Chester, 
N. Y., died at his home recently after 
an illness of six months. He was 
82 years old. 

Mr. Burdsall was born in Pur- 
chase, N. Y., near Port Chester of a 
family descended from early English 





ELWOOD BURDSALL 


settlers. He attended Swarthmore 
College and graduated from Cornell 
University in 1878 witha degree in 
mechanical engineering. 

After graduation he went to work 
for the bolt and nut company, which 
his father and William E. Ward had 
founded in 1845 and subsequently 
merged with the William L. Ward 
Co. into the Russell, Burdsall & 
Ward Bolt and Nut Co. He worked 
up through the business and became 
secretary in 1901 and_secretary- 
treasurer in 1915. 

Mr. Burdsall was president of the 
First National Bank and Trust Co. 
of Port Chester, a director of the 
Westchester Fire Insurance Co., a 
former president of the Port Chester 
Savings Bank, founder of the Port 
Chester Rotary Club, a governor of 
the Old Port Chester Country Club, 
a member of the American Society 
of Mechanical Engineers, as wel! as 
having various other business and 
organization affiliations. 

Mr. Burdsall is survived by three 
sons, two of whom, Richard L. 
Burdsall and Robert H. Burdsall, are 
associated with the R B & W firm. 


W. H. Fogarty, Executive 
of Johns-Manville, Dies 


William H. Fogarty Sr., assistant 
vice-president of Johns-Manville 
Corp., died of a heart ailment re- 
cently at the age of 62. Mr. Fogarty 
was located in the Chicago office of 
the company where he was district 
manager for 20 years. He had been 
employed with the firm for 30 years. 

















Sanborn, Hose Manager 
For Goodyear Tire & Rubber 


Development and expansion of 
hose business conducted by Goodyear 
Tire & Rubber Co., Akron, Ohio, has 
resulted in four important appoint- 
ments by W. C. Winings, manager 
for the company’s mechanical goods 
department. 

‘R. W. Sanborn, formerly district 
manager of mechanical goods sales 
at Pittsburgh, has been appointed 
manager of all hose sales, with head- 
quarters in Akron. Mr. Sanborn 
joined Goodyear at Hartford in the 
sales department and was assigned to 
Pittsburgh mechanical goods sales in 
1932, two years prior to his promo- 
tion to the district managership. 

W. T. Bell, who has been manager 
of the hose department for several 
years, has been placed in charge of 
distributor sales, a new department. 
He will coordinate efforts of Good- 
year’s distributors in all parts of the 
country. 

C. A. Mathias, mechanical goods 
salesman at Buffalo has been pro- 
moted to mechanical Goodyear dis- 
trict manager for Pittsburgh dis- 
trict with headquarters in that city. 

R. W. Richardson, who has been 
a mechanical goods salesman in the 
Chicago territory for the last two 
years has been promoted to a larger 
territory, replacing Mathias at 
Buffalo. 


Templeton, Kenly Appoints 
W. H. Kreer, Sales Engineer 


Templeton, Kenly & Co., Chi- 
cago, have just appointed W. H. 
Kreer, sales engineer. Mr. Kreer 
formerly served Templeton, Kenly as 
representative for the Middle West 
for many years, and has a wide ac- 
quaintanceship among mill supply 
men. 








Wrestling with the everyday job of plac- 

ing an order for food is James H. 

Browning, president of Topping Bros., 
New York City 











ABRASIVE 
COMPANY 
GRINDING WHEELS 


ARE A CONSUMPTION ITEM HAVING REPEAT 
SALES THAT GIVE CONTINUING PROFIT! 
Use these new sales helps that work for you! 


Grinding Wheel Data Book 
containing complete descriptive information including 
recommendation tables and operating data. 

Factory Stock List 
containing complete record of all standard items car- 
ried in Philadelphia Factory and Chicago Branch 
Stocks for immediate delivery. 

New Wall Chart 
containing complete explanation and examples of 
Abrasive Company Grinding Wheel Markings—ideal 


for Stock Rooms or wherever grinding wheels are used 
and handled. 


or for greater profit 
PUSH AND SELL 


"ABRASIVE" 


ABRASIVE 
i 
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ORDERS and REORDERS 


When leading industrial plants, utilities, insti- 
tutions and public buildings such as these—dis- 
criminating buyers who insist upon proof of a 
product's merit — order and REORDER Yarway 
Impulse Steam Traps in constantly growing quan- 
tities, year after year, it can mean only one thing. 


They must be better steam traps. They must offer 
real economies in installation, in maintenance, in 
fuel, and in general plant efficiency. 


Write for Details 
YARNALL-WARING COMPANY 
. MERMAID PLACE, PHILADELPHIA 
ER ES 
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SHIP AHOY! 


San Antonio Machine and Supply Co. officially opens new building 
to house its fast developing marine business in Corpus Christi— 
structure also houses modern plumbing display room 





Here is a glimpse of the attractive display in the new marine department. 
Samsco got into the marine supply business when rapid development of Corpus 
Christi as a Gulf of Mexico port opened new opportunities 


It’s RATHER UNUSUAL to find a mill 
supply house selling speed boats, out- 
board motors and sail boats, but the 
San Antonio Machine and Supply 
Co. is in this business at its Corpus 
Christi, Texas, branch—and doing a 
right smart job of it, thank you. So 
good a job, in fact, that just recently 
Samsco formally opened a brand new 
building it started erecting last fall 
for its marine department and for a 
show room for its plumbing ware. 

Corpus Christi has been growing 
fast due to the discovery of oil and 
gas in large quantities in the section 
of which it is a part. Samsco, be- 
cause of its established mill supply 
set-up, was ready to move right 
along with industrial activity. How- 
ever, the importance of Corpus 
Christi as a port on the Gulf of 
Mexico was also increasing rapidly. 
And it was this development that 
caused Samsco executives to see and 
seize new opportunities for the com- 
pany by getting in on the ground 
floor with marine supplies. 

It was in 1937 that Samsco went 
into the marine supply business. 
Then, in 1938, Corpus Christi de- 
cided to build a sea-wall to protect 
the city from hurricanes and approx- 
imately $1,000,000 is being spent on 
this enterprise. Another half million 
will soon be available for the con- 
struction of a yacht basin. In view 
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of these developments, Samsco 
erected its new building to house the 
marine and plumbing departments, 
which latter was established in 1934, 
when the Kohler line was taken on. 
In the marine department, Samsco 
has exclusive sales arrangements 
covering the Chris-Craft line of 
motor boats, Gray engines, Johnson 
“Sea Horse” outboard motors and 
Pen-Yan outboard motor boats and 
sailboats. 

As may be gained from the fore- 
going, the marine and plumbing de- 
partments are entirely separate from 
the mill supply department, and C. C. 
Krueger, company president, states 
they do not interfere in any way 
with the distribution of industrial 
and water supplies. J. B. Roberts is 
manager of all of Samsco’s activities 
in Corpus Christi. John Mitchell is 
in charge of the Marine department. 
He has the unique distinction of hav- 
ing been awarded a marine engi- 
neer’s license at the tender age of six- 
teen, and he has been interested in 
the sale of marine supplies and motor 
boats for the last fifteen years. 

Samsco’s new building was for- 
mally opened on the night of March 
7 and an enthusiastic crowd of ap- 
proximately 7,000 (in a city with a 
population of 60,000) viewed the at- 
tractive and_ interesting display 
rooms and exhibits. 











IN 


VTHIS BOOK 


Clippers to cut metal as 

thick as your thumb — 

big powerful tools for heavy 
construction and mainte- 
nance jobs. Other sizes to fit 
every need. Special tools for 
cutting cable, flat stock, etc. 
A Compact to fit a small tool 
bag. Swivel head models — the 
‘‘wrist action’’ tools which 
reach around corners at all 
angles. This catalog covers the 
entire Porter line. Gives facts 
about hardness of metals and 
selection of cutting tools. It 
is yours for the asking. 
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PORTER CUTTERS 


THE SWIVEL HEAD 


Here is a Porter Clipper just like 
the standard rigid models except 
that the entire cutting head is on 
a@ swivel giving it ‘‘wrist action.’’ 
You swivel the tool just as you 
would bend your wrist to reach 
over or around obstructions. Wherever 
the tool reaches it will cut—at any 
angle. Saves dismantling and awkward 
reaching. Cut on floor, wall or ceiling 
without stooping, reaching or straining. 
Long leverage handles, full power multi- 
plying toggle joints, same Porter con- 
struction and fine quality. Made in sev- 
eral sizes. Here is a Clipper that ‘‘goes 
places’’ — does its work easily, quickly 
and economically. Fully 

illustrated and described 

in the Porter Catalog. 


BUY THRU DISTRIBUTORS 


Lhe Bolt 
a Clipper People 
4? EST. 50 YEARS 
H. K. PORTER, INC. 


| ASHLAND ST., EVERETT, MASS. 





Col. Samuel M. Nicholson 
Dead in 78th Year 


One of the outstanding figures of 


American manufacturing during the 


past half century is lost with the 
death, on April 7, of Col. Samuel M. 
Nicholson, president of the Nichol- 


COL. S. M. NICHOLSON 


son File Co. and the American 
Screw Co. Col. Nicholson passed 
away at the age of 78, at his home in 
Providence, R. I., after an illness of 
several months. 

Col. Nicholson occupied a much- 
favored position in the trade. Many 
of his earlier years with Nicholson 
File Co. were spent as foreign sales 
representative, and in succeeding 
years he covered every state in the 
Union as sales executive and “good 
will ambassador.” 

He was born at Providence, Feb. 
25, 1861, son of William T. Nichol- 
son and Elizabeth Dexter (Gardiner ) 
Nicholson. His father, who had 
pioneered in the production of ma- 
chine-cut files, fostered in the son the 
ability, shown in his early years, to 
take over the marketing problems as- 
sociated with the manufacture of files 
in large volume. After an education 
in the public schools of Providence, 
and the Mowry and Goff English 
and Classical School, he entered the 
employ of Nicholson File Co. in 
1879. Two years were spent in the 
company’s shops, during which he 
became familiar with manufacturing 
methods. An additional period of 
time in the offices of the company 
familiarized him with bookkeeping 
and accounts, and general office 
work. In 1881 he was made secre- 
tary of the company, was elected a 
director in 1890, vice-president in 
1891, and upon the death of his 
father in 1893 was elected to suc- 
ceed him as president and general 
manager. 

In assuming the management of 
Nicholson File Co. he took charge of 
what had for years been a most suc- 
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| RED sayy DANGER 


DIETZ 


LANTERNS 
Bring SAFETY 





DIETZ “LITTLE GIANT” 
| Protects for 70 Hours 


ITHOUT a doubt the most dan- 

gerous hazard to safety is to 

have warning signals fail in service. 

| That is why contractors and highway 

supervisors demand DIETZ "LITTLE 

| GIANTS". They burn throughout an 

| entire weekend with fuel to spare .. . 

six twelve-hour periods on a single fill- 

ing... and no wind or rain can blow 
out this safety-light. 





Other DIETZ Red Globe Lanterns are 
the famous "LITTLE WIZARD", 
"MONARCH" and "“HY-LO". Each 
are backed by 99 years of manufac 
turing excellence and performance. 





Also DIETZ ROAD TORCHES 


BR.E.DIETZ COMPANY 
NEW YORK 


MAKERS OF LANTERNS FOR THE WORLD 
Founded 1840 


| 
| 



































PLYMOUTH 
— for exhibit at the NEW YORK WORLD'S FAIR 1939 


@ BACK in the early days of the Plymouth Ropewalk, New England 
enterprise was = to the world by her fast-sailing merchant ships, 
whose daring skippers drove them through fair weather and foul with 
all sail set and trusted to the strength and dependability of canvas 
and rigging. 

While the gallant days of sail are now long past, it is pee 
fitting that the Plymouth Cordage Company has once again been called 
upon to furnish a complete “gang of rigging” . . . for the Exhibit Ship 
at the New York World’s Fair. 

This 135-foot replica of a full-rigged, three-masted merchantman 
lying at dock, will be the central feature of the New England States 
Exhibit . . . a typical waterfront scene which speaks picturesquely for 
New England. 

Rigging specifications aggregate approximately eight tons of cord- 
age—three and four-strand Tarred Hemp e ¥ to support the towering 
masts, while running rigging is principally of three-strand Manila. 

In the old manner of rigging a s Y this rope has been especially 
made for the purpose by the Plymouth Ropemakers, reverting to manu- 
facturing practice of the early days... further evidence of the adapta- 
bility of Recent methods . . . an adaptability which has kept the 
Plymouth Cordage Company in step with changing times and needs of 
the rope user since 1824. 


PLYMOUTH CORDAGE COMPANY 


NORTH PLYMOUTH, MASSACHUSETTS, AND WELLAND, CANADA 
Sales Branches: New York, Boston, Baltimore, Philadelphia, Chicago, Cleveland, Houston, San Francisco 


WMOUTH 
2€ YH Me Aid oO 
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Rigs a Merchant Sailing Ship 











cessful business enterprise. At the 
time of his father’s death, however, 
competition threatened the company’s 
earning capacity, and the growth of 
the industry was fast exceeding the 
demand of the domestic market for 
files. The almost phenomenal 
growth and development of Nichol- 
son File Co. under Col. Nicholson’s 
guidance was attributed in no small 
part to the knowledge of world mar- 
kets he had gained while serving as 
the company’s foreign sales repre- 
sentative. 

In 1903, when the American Screw 
Co. was being reorganized by a group 
of Providence business men, Col. 
Nicholson was elected its president 
and general manager. In that ca- 
pacity, he continued to direct the 
affairs of the American Screw Co. 
as well as Nicholson File Co. In 
addition to the active management of 
these two large manufacturing enter- 
prises. 


Hoist Manufacturers Elect 


At the 22nd annual meeting of the 
Electric Hoist Manufacturers Asso- 
ciation held in New York City, 
March 17, W. W. Peattie, president 
of Northern Engineering Works, 
Detroit, Mich., was elected chairman 
of the association, succeeding J. F. 
Cooke, of American Engineering Co., 
William White, secretary and gen- 
eral manager of Euclid Crane & 
Hoist Co., Euclid, Ohio, was elected 
vice-chairman. 


Stearns Appoints 


Vernon Whiting, according to an 
announcement from Stearns Mag- 
netic Mfg. Co., Milwaukee, Wis., 
has been appointed sales representa- 
tive for the northern section of 
Texas. Mr. Whiting is a native of 
Dallas. 





W. J. Fors of the young Jones-Fors Co., 
Detroit, “stands for the camera," while 
W. M. Coulter of the Safety Socket 
Screw Co. talks with an interested visitor 
at the Jones-Fors display at the recent 
Machine and Tool Progress Exhibit in 
Detroit. Mr. Fors was the first treasurer 
of the A. S. T. E. 








, MAY is the peak of the building season 
| .-- the time when thousands of contractor- 
builders need SKILSAW to cut costs and speed up production. 

| Talk SKILSAW to your prospects in the building industry NOW 
---and you'll build volume and profits for yourself! 


CONTRACTORS AND SKILSAW is known and preferred in this field—for 


19 years, since we introduced the first portable electric saw, 
BUILDERS SEE SKILSAW has been the choice of builders the world over, more 


than 100,000 have been sold! It is lighter, saws faster and deeper 
on any kind of work . . . cuts sawing time in half, pays for itself 
on the first job! Cuts wood, metal, stone and compositions. 9 
powerful models offer a size for every sawing need —a sale for 


every prospect! 
ADVERTISING SKILSAW, INC. 
EVERY MONTH! 5033-43 ELSTON AVENUE, CHICAGO 


214 E. 40th St., New York. 52 Brookline Ave., Boston. 1429 Spring Garden, Philadelphis. 
2124 Main St., Dallas. 918 Union St., New Orleans. 1253 5S. Flower St., Los Angeles. 


a it’s the best known 2065 Webster St., Oakland. Canadian Branch: 85 Deloraine Ave.; Toronto 
.. Widest advertised. — 
most complete line y 4 

of portable electric 
saws in the field! 


a a 
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SOLD ONLY THROUGH 
RECOGNIZED DISTRIBUTORS 
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pean, sate. 


In baseball, ‘in the groove’’ means that the pitcher is really 
passing them down the line. . . that he is performing bril- 


liantly, accurately and dependably. To plant operation and 
maintenance men, the secret of the brilliant, accurate and 
dependable performance of ‘“‘American’’ Wedgbelt Pulleys 
is ‘in the groove’. 


The finest engineering skill and craftsmanship are combined 
in every “American” sheave. Micrometric accuracy, perfect 
balance and “‘air-streamed’’ arms completely eliminate 
“whir’’ and assure smooth, silent operation at all speeds. 


For maximum efficiency and minimum belt wear, you have 
only one choice—‘‘American’’ Wedgbelt Pulleys. This line 
will pay big dividends to you as a distributor not only in 
cash profits, but in a satisfied clientele. 


An “American” Tension Control Motor Base is the 
perfect teammate for any V-belt drive. Improves 
performance and efficiency . . . completely self- 
servicing. Ask us for details. 


THE AMERICAN PULLEY COMPANY 
Dept. 3, 4200 Wissahickon Ave., Philadelphia, Pa. 


MERICAN 


PULLEY COMPANY 
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Harvey M. Peterson, has just been 
named general manager of Appleton- 
Atlas Car Mover Corp. Along with Mr. 
Peterson who is pictured above, Otto 
C. Kapke was elected president and 
Louise E. Hoffman, secretary-treasurer 


Hoffmann, Former President 
Of Appleton-Atlas, Dies 


Allen J. Hoffmann, former presi- 
dent of the Appleton-Atlas Car 
Mover Corp., died Monday morning, 
April 3. Mr. Hoffmann had been ill 
for the last year, and inactive in the 
business during that period. 

The deceased had been connected 
with Appleton-Atlas for more than 
20 years and had served as presi- 
dent until illness forced him to re- 
sign his office. In 1934, he moved 
the business from Appleton to his 
home city, Milwaukee, so that he 
might be more active in its manage- 
ment. It was due to his efforts that 
the “Atlas” car mover was con- 
stantly improved over the years 

Mr. Hoffmann was also known to 
many distributors as a certified ac- 
countant and malleable iron man. 
He was connected with the Federal 
Malleable Iron Co., and the South 
Side Malleable Co., Milwaukee, for 
many years. Mr. Hoffmann was 
likewise well known for his activi- 
ties in the Society of Accountants, 
B.P.O. Elks, League of American 
Wheelmen and the Lion’s Club and 
had friends in all sections of the 
United States. 


New Line for Potts 


Horace T. Potts Co., Philadelphia 
has announced the addition of a com- 
plete line of standard bronze machine 
bearings and precision bronze bars 
manufactured by Bunting Brass & 
3ronze Co. This new service which 
includes consultation and_ technical 
assistance was inaugurated March 
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but STEEL pipe remains 
the practical pipe for 


plumbing and heating 





IFTY years of progress in housing 
have brought new materials, new 
finishes, and new structural methods. 
Some of these innovations enjoyed 
only temporary success, were soon 
superseded by further improvements. 
Others have achieved permanent 
popularity, because they have made 
definite contributions to the conveni- 
ence, useful life, appearance or overall 
economy of the finished structure. 
To the latter class belongs steel pipe. 
No other material has thus far ap- 
peared, which can match steel pipe 
either in economy or in service per dol- 
lar of cost for all-round use in homes, 
hotels, apartments, etc. 


Steel pipe is just as practical and just as 
indispensable today as it was 50 years 
ago. That’s why it is a standard specifi- 
cation with architects and builders who 
specialize on giving the client the most 
for his money. 


Take a cross-section of successful 
buildings in your own territory. You'll 
find they have one important charac- 
teristic in common — steel pipe in 
plumbing and heating lines. 

Much of the steel pipe now in serv- 
ice is the product of Nationat Tube, 
the world’s largest manufacturer of 
tubular products. Because its produc- 


tion is controlled all the way from ore 
to finished product, NATIONAL Steel 
Pipe is always the same—clean, strong, 
ductile, easy to thread, dimensionally 
accurate, and physically uniform. 
For plumbing, heating, steam sup- 
ply, and other lines, steel pipe is the 
soundest specification. NATIONAL Pipe 
is available everywhere through wide- 
awake, efficient distributors ready to 
cooperate with you at all times. 


| 








FOR EXPOSED PIPING 


National Copper Steel Pipe is recom- 
mended for soil, waste, and vent lines, 
and other piping exposed to atmospheric 
conditions. The small percentage of cop- 
per added to the steel more than doubles 
the resistance of this pipe to alternate 
wetting and drying. Its extra cost is triv- 
ial when compared to the extra service 
it gives under these conditions. 





NATIONAL TUBE COMPANY 


PITTSBURGH, PA. 


Columbia Steel Company, San Francisco, Pacific Coast Distributors + United States Steel Products Company, New York, Export Distributors 


UNITED STATES STEEL 
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Units that sell on per- 
formance... and stay 
sold. New low prices 
mean More Sales and 
More Profits. 

Check these features: 
Efficient turbine type 
pumps. 

Only one moving part. 
Leak-proof seals. No 
more troublesome old- 
fashioned, leaky stuffing 
boxes. 

No valves, cup leathers or 
belts. 

28 foot suction lift. 
Capacitor motors. 


Scotchman Phoved 


A Modern 


Automatic 


325 GPH 


Water System 


for only 


$49.50 








CEONNERSVILLE) 





trial Pumps. 


AUTOMATIC WATER SYSTEMS 


A complete line—capacities from 200 to 2700 GPH Vertical 
tank models where storage capacity is desired. All models com- 
plete with necessary automatic controls. 


Investigate the Roots-Connersville complete lines of Boiler 
Service Units and Self-priming, Leak-proof Turbine Type Indus- 








Don't sell a "trickle water system when you can 
offer a "Geyser" at about the same money. 











Roots-Connersville Water Systems are eligible for financing by 
the Electric Home and Farm Authority. 


Write for complete catalogs and prices. 


ROOTS -CONNERSVILLE BLOWER CORP. 


ee ww eR &V ts he 


IN DIANA 


Pump Builders for Over Fifty Years e 
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R. E. Kramer, new president of H. Chan- 
non Co., was a guest speaker at the 
general sales meeting of Skilsaw's repre- 
sentatives held in Chicago recently. 
Here's Mr. Kramer giving the boys a 
few hints on successful salesmanship 





Skilsaw Holds General 
Sales Meeting in Chicago 


Sales representatives of Skilsaw, 
Inc., from all sections of the United 
States, participated in a comprehen- 
sive sales meeting in the company’s 
new plant in Chicago from March 21 
to 24, inclusive. Thorough discus- 
sions covered markets for Skilsaw 
portable electric tools, their applica- 
tions, proper tool demonstration, 
Skilsaw’s advertising and sales pro- 
motional efforts and distributor co- 
operation. Plant tours were included 
in the program. Speakers from out- 
side the organization were R. E. 
Kramer, president, H. Channon Co., 
Chicago; Joseph H. Caro of Earle 
Ludgin, Incorporated, the Skilsaw ad- 
vertising agency, and Edward J. 
McOsker, editor of Mitt Suppties. 


Blaw-Knox Appoints 


Blaw-Knox Co. has announced the 
appointment of Paul F. Kavanaugh 
as sales engineer of the Gordon Lu- 
bricators Division. Mr. Kavanagh, 
educated at Carnegie Institute of 
Technology, was formerly with Kop- 
pers Construction Co. (Pittsburgh), 
Austin Co. (Dallas), Dwight P. 
Robinson Co. (Los Angeles); and 
for the past five years has repre- 
sented DeLaval Sales & Service, hav- 
ing been engaged in engineering, 
selling, and installing lubricating sys- 
tems in England, Russia, and in this 
country. 
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WICKWIRE SPENCER STEEL COMPANY 


General Offices: 41 East 42nd Stre 
and Warehouses: Worcester, N 
Francisco, Los Angeles, Tulsa Chattar 


et, New York City; Sales Offices 
ew York, Chicago, Buffalo, San 


ooga, Houstc Abilene 
Texas, Portland, Seattle. Export Sales Dep t New Y Cit 
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NEL) SEALMASTER 


BEARING UNITS 


PERMANENT 
SEAL 


There’s “EXTRA” news for 
bearing distributors in the ex- 
clusive permanent seal feature 
of the new SEALMASTER Ball 
Bearing Pillow Blocks, Flange 
and Take-Up units. 


For SEALMASTER is the only 
line of Ball Bearing Industrial 
Units with seals built in as an 
integral part of the bearing 
proper! 
That means, first, there’s plenty 
to shout about in SEALMAS.- 
TER’S ability to prevent any in- 
gress of dirt. Second, the per- 
manent seal as- 
sures better lu- 
brication pro- 
tection to roll- 
ing elements. 


Climb on the 
band wagon 
FLANGE UNIT now and go to 
town with the 
selling of this 
new design 
achievement in 
Bearing Units. 


Write us for in- 
formation 
about the terri- 
TAKE-UP UNIT tory you cover! 


BEARING DIVISION 


STEPHENS -ADAMSON 


MANUFACTURING COMPANY 
8 RIDGEWRY AVE. 
AURORA, ILLINOIS 
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Sales representatives of Skilsaw came from a'l over the country to participate in a 

general sales meeting at the company's new plant in Chicago. Sitting in front of 

the display cases at the right are, right to left—E. W. Ristau, vice-president; B. J. 

Sullivan, secretary-treasurer; J. W. Sullivan, president, and George P. Wright, sales 

manager. L. E, Parker, plant superintendent, is seated first in the row of seats directly 
in front of the window 


At a recent sales meeting of W. L. Blake, Inc., Portland, Maine, representatives of 

Harry Disston & Sons Co., spoke to Blake men on Disston products. Standing left to 

right are the four Disston men, Vaughan Hawksley, Charlie Hoffman, Harry Muschen- 

heim and Billy O'Reilly. The seven men seated at the table are members of the Blake 
sales organization 


Hard working manufacturers’ representatives, who cooperated with The Boyer-Campbell 

Co., Detroit, in "putting over” the latter's outstanding display at the recent Machine 

and Tool Progress Exhibition, didn't go unrewarded. John F. Phillips, sales manager 

of the Boyer-Campbell organization and host of the evening, is second from the right 
in the picture 
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CABLE KING 


THE ONLY AIR-COOLED 
ELECTRIC HOIST 





Another Profit Maker for Yale Distributors | I), Covaciies 


| on OR 8 
Here's a new electric hoist by Yale that will put new profits into the pocket of AIR-COOLING 
every Yale distributor. For this hoist boasts a selling feature that no other PRINCIPLE 
electric hoist can offer—AIR-COOLING. 


ly to 
6 Tons 


Through a series of smashing ads in leading trade publications, backed by a veri- 
table barrage of direct mail, we're telling industry throughout the country all 
about this very latest advance. 


We're punching across that AIR-COOLING eliminates excess brake heat, mak- 
ing it possible for the Cable King to operate on a heavier duty cycle than any 
other hoist in the same class. \In addition, we're telling how the precision con- 
struction of the Cable King comes closer than any other to engineering specifica- 
tions for the perfect hoist. 


AIR-COOLING plus construction which the engineers themselves have set as 
being correct. These are two real selling points that are bound to turn a pros- 
pect into a sale. And don't forget—they're EXCLUSIVE. 


Capacities '/4 to 6 tons 


YA i e THE YALE & TOWNE MFG. CO. 
TRADE MARK 
PHILADELPHIA DIVISION, PHILADELPHIA, PA., U.S. A. 


IN CANADA: ST. CATHARINES, ONT. 
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witht THE -AHLBERG LINE 


eons MORE TYPES ARE AVAILABLE 














‘(C JB) 


Here is an opportunity for 
any distributor to meet the 
various demands of his 
industrial customers for 
bearing replacements— 
because here is a line that 
is complete. 





You naturally want to get 
out in front and stay there 
in bearing sales—we want 
to help you and we can— 
this organization has devel- 
oped its line of bearings so 
that today you, Mr. Dis- 
tributor, can supply the 
needed bearing. 


You soon establish yourself 
with your industrial cus- 
tomers when they find they 
can depend on you for 
their variety of bearing 
replacements. 


An Ahlberg bearing spe- 
cialist is available to help 
you when you need him. 


AHLBERG BEARING COMPANY 


Manufacturers of (Cis) Ball Bearings 
3025 W. 47th STREET CHICAGO, ILLINOIS 
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H. F. St. George (left), Shadbolt & 

Boyd, Milwaukee, stops for a chat and 

a smoke with Ray Clark of Jacobs Manu- 

facturing Co. at the Detroit Machine 
and Tool Progress Show 





Syracuse Amigos and 
Purchasing Agents Meet 


Only praise can be doled out to 
members of both the Purchasing 
Agents Association of Syracuse and 
the Amigos Club which held a joint 
meeting March 31, in Syracuse, 
N. Y., to discuss the difficulties each 
are faced with in their daily rela- 
tions. When sellers atid buyers are 
willing to get together like this and 
talk over common problems, encour- 
aging results for the futures of both 
are almost sure to result. 

Subject of the meeting was “Pur- 
chasing-Sales Round Table.” Chair- 
man of the program was M. E. Jen- 
nings assisted by C. A. Lawton of 
the Amigos Club. 

The first topic was titled, “Recep- 
tion Room Practice,” G. L. McCaf- 
frey of the Purchasing Agents and 
W. B. Herzog and Ray Parks of the 
Amigos brought out the following 
points: 

Recognition of both buyers and 
sellers that callers should be seen 
as promptly possible. 

The desirability of appointing 
someone to handle callers eliminat- 
ing the necessity of disturbing 
several people before contacting the 
proper party. 

Phone check-ups by operator when 
purchasing agents are delayed. While 
desirable from a salesman’s point of 
view, several buyers brought up the 
point that such check-ups are annoy- 
ing and embarrassing when the buyer 
already has a caller in his office. 

“Should Salesmen be Allowed to 
Interview the Shop?” was discussed 
by C. H. Kissle for the Purchasing 
agents and J. P. Gartland and R. A, 
Beardsley for the Amigos. Points 
brought out in the discussion were: 

The average buyer has no oppo- 
sition to salesmen interviewing shop 
executives, providing that salesmen 


































Howto Strike 
PAY DIRT 


Alert distributors of small tools 
have found that one sure way to 
strike “pay dirt” is to buy “Green- 
field.” They profit from the savings 
in time, money and effort that re- 
sults from combining their pur- 
chases of small tools and using one 
dependable source of supply. 


“Greenfield” carries ample stocks of 
the largest and finest line of quality 
tools on the market—and offers you 
the best facilities for the prompt 
filling of orders. Daily teletype 
contact between factory and ware- 
houses speeds up service on rush 
orders. Experienced tool engineers 
are always available to help distribu- 
tors with their problems and offer 
profitable selling and service sug- 
gestions. 


Concentrate on the “Greenfield” 
line. It reduces sales and handling 
expense and increases profits. 










Ewing Galloway 


hoto 


Greenfield Tap & Die Corporation 
Greenfield, Massachusetts 
Detroit Plant: 2102 West Fort St. 


Warehouses in New York, Chicago, Los Angeles 
and San Francisco 


In Canada: Greenfield Tap & Die Corporation of 
Canada, Ltd., Galt, Ontario 


ace Fie, 
TAPS 
6 DIES: DRILLS 
& SCREW PLATES 
w PIPE TOOLS 
+ REAMERS 
2% 
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Even Greater Economy 


with the 


MOST AMAZING 


DRILL DEVELOPMENT 


Ever Offered to the 
Industrial Trade 








Never has a new drill development enjoyed such instant 
demand from plant maintenance men, electricians, plumbers, 
contractors, sign hangers, and many others in the con- 
struction trades and industrial plant maintenance depart- 
ments. Just introduced in January—and already production 
has been practically doubled each month for 2 successive 
months following the first 30-day introductory period! The 
result is a reduction in prices ranging up to 31% on 14 of 
the 16 standard sizes. 

These new, low prices mean greater sales possibilities — 
a chance to sell a larger cross section of your trade. That, 
plus the fact that Carboloy Drill Points help the sale of 
portable drills, make this a real sales opportunity. 









































A REAL 2-WAY 
PROFIT MAKER 
* 
Allelectric drills give 
far better results 
when Carboloy Drill 
Points are ysed. That 
often meansa2-wey 
sole—a@ Carboloy 
Drill Point and on 

electric drill. 















FREE LEAFLET 
and QuicK-PROFIT 


DRILLS 50% FASTER 
LASTS UP TO 50 TIMES LONGER 


Here's what you can offer your customers when you 
sell Carboloy Masonry Drills: (1) 50% to 75% faster 
hole penetration. (2) Up to 50 times longer drill life 
per sharpening. (3) Quieter operation (eliminating 
much night work). (4) Clean, accurate holes. No 
ragged edges. (5) Faster and snugger installation of 
expansi hors. (6) At least a 50% saving in 
time. 

You'll like the Carboloy Masonry Drill not only 
for these rapid selling qualities but also because it 
helps to sell more rotary electric portable drills! When 
you demonstrate portables with the Carboloy Drill 
Point you can do a better, faster job with any portable 
drill. 

Get full details. Send coupon. 





CARBOLOY COMPANY, INC. 
Detroit, Michigan 


Send for FREE LEAFLET. 
CARBOLOY COMPANY, Inc. 
11131 E. 8 Mile Rd., Detroit, Mich. 


Send Free leaflet on Carboloy Masonry Drills and 
include quick-profit resale proposition. 





Compony 


Individual 
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arrange the interview through the 
purchasing department and keep the 
buyer informed of the interviews. 

Any salesman that tries to sell the 
shop direct without consulting the 
purchasing department is asking for, 
and usually gets into trouble. 

Third topic for discussion was 
“Limited Hours for Salesman.” Dis- 
cussion was led by Ches King for the 
Purchasing Agents and Russ Bill and 
L. E. Doyle of the Amigos. Points 
brought out were: 

Considerable thought has _ been 
given to this subject by a number of 
firms and while limited calling hours 
are not universal, reduced personnel 
in buying divisions has necessitated 
some limitation in some concerns. In 
all such cases the buyer cooperates 
with the salesman whenever possible, 
recognizing the fact that selling ex- 
pense directly affects cost of goods. 

That it is not always possible for 
salesmen to schedule calls and where 
limited hours are enforced, it often 
times works an unnecessary hardship 
and creates additional expense. 

“Should Present Source be Per- 
mitted to Meet a Lower Price?” 
was handled by R. W. Appleton for 
the Purchasing Agents and J. P. 
Burns and S. M. Goodman for the 
Amigos. Points emphasized were: 

Lower prices were sometimes 
quoted to gain an entrance and on 
subsequent orders prices would be 
increased, 

Lower prices were sometimes ac- 
cepted only to find that quality and 
service were inferior to present 
source, 

Where present source has taken 
care of a buyer for some time and 
has done everything possible to han- 
dle the selling end fairly and 
squarely, some thought that present 
source should be informed of the 
lower price and chance be given to 
meet it. 








Sales manager turned actor! The gentle- 

man with the hat on at the far left is 

none other than Bob Hamilton, sales 

manager for Dumore Co., Chicago. 

Bob's on the set helping produce his 

firm's new sound slide film, entitled, 
“How to Dumore™. 

















Large illustration: Magnified photograph of heavy, long, curling chips produced with Disston Bite-Rite File. 
Inset: Light, short, crushed chips produced with ordinary file. Both photographs same scale enlargement. 


... told by filings produced 
with Disston BITE-RITE file 


Filings tell a story of profit... 
for you! Heavy, long, curling 
chips—like chips from a lathe 
tool— require fewer strokes. 
That means faster filing. And 
your customers know that time 
saved plays a substantial part 
in their profit. 

And it plays as big a part in 
your profit on Disston Bite-Rite 
Files. For Disston advertis- 


ing in leading metal-working 


magazines, Disston hard-hitting 
direct mail to consumers, pave 
the way for your selling. 

There you have a picture of your 
profit-story ! 

Ask for any sales help you may 
need on Disston Bite-Rite Files, 
from Henry Disston & Sons, 
Inc., Philadelphia, U.S. A. 
Branches: Boston, Chicago, 
Detroit, Memphis, New 
Orleans, Seattle, Portland, Ore., 
San Francisco, Vancouver, B.C. 


Canadian Factory: Toronto. 





pisston RITE.RITE rire 









































ENGINEERS EYES 


.. the world's greatest buyers! 


Thousands of these eyes are looking for piping, 
Attract 


them to your house—give them good service and 


valves, tools, PUMPS and other equipment. 


good products—sales and profits will be yours. 





That's why smart distributors like you handle the 
FOR HAND TRANSFER 


es 


FOR HYDRAULIC POWER 


complete line of Roper Rotary Pumps. One pump 
sold means extra profits from piping, valves, etc. In 
short, it means a so-called "specialty" sells many 


staple items—at extra profit for you. 





We have a very profitable sales policy, a complete 
line of pumps and an effective sales promotional 


campaign. 


For full information just send us a card. 








Quaker City Rubber 
in New and Larger Quarters 


Quaker City Rubber Co., has 
moved its Chicago office and ware- 
house to 2035 South Michigan Ave. 
The company will occupy the entire 
three floors and basement. 

Offices will be located on the first 
floor. The rest of the building will 
be devoted to an enlarged stock of 
mechanical rubber goods. These en- 
larged facilities permit them to carry 
adequate stock to efficiently serve 
agriculture, industry, mines, rail- 
roads and the marine trade. 


T. A. Fernley, Jr. Elected 
Secretary of Wholesale Groups 


Thomas A. Fernley, Jr., repre- 
senting the National Wholesale 
Hardware Association, was elected 
secretary of the Council of National 
Wholesale Associations at the an- 
nual meeting of that group on 
April 11. 

At the present time, 22 wholesaler 
organizations are members of the 
council and, through it, are giving 
attention to problems common to all 
wholesalers. 


MacBride Promoted 


C. R. MacBride has been named 
manager of the engineering service 
department of A. M. Byers Co., Pitts- 
burgh. Mr. MacBride was formerly 
located in the Boston Division Sales 
Office. 





























GEO. D. ROPER CORPORATION 
Rockford 





we 


FOR GAS AND OIL 


FOR HEAVY LIQUIDS 












FOR GENERAL USE 


FOR MACHINE TOOLS 
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During one of the meetings at the Skil- 
saw, Inc., sales conference in Chicago, 
J. W. Sullivan (left), Skilsaw's president, 
was presented with a conference pro- 
gram signed by the entire sales staff at 
the banquet in the Marine Dining Room 
of the Edgewater Beach Hotel. Mr. 
Sullivan framed the program and it now 
hangs in his office. Making the presenta- 
tion in the picture above is J. E. Kerr, 
who covers the New Jersey territory for 
Skilsaw 













Centrifugal 
Motorpumps 


Compact — Modern — 
Flexible in Installation— 


M024) 


OR 

4. 

eee 
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for Supplying Coolant 


or for light transfer work 


Can be mounted either horizontally 
or vertically. 


Motors are fully enclosed with per- 
manently sealed ball bearings for 
dependability and long service. 


— No. 240 has flange mounting integral 
[BS with pump - - - - eliminating inlet 
piping. 
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— A Complete 
Line of Pumps 


—Geared—Vane—Centrifugal 
including Motorpumps— 


oe am 2 gives the Brown & Sharpe Dis 
tributor new sales opportunitie 
and added profitable business 





BROWN & SHARPE ger E oc, 
MFG. CO. AG 


Providence, R. I. mar sae 


RROWN & SHAR PF 





A NEW &:KF PRODUCT 


already, with 


WIDE ACCEPTANCE 





le t e 
‘ Want to Compliment yOu on the 


Sppeara 
this new unit. nce an 


d the desi 
en of 
e have decided to adopt this 


Pillow block for 


1 Blocks for 
deliver 1800 Rubber Flex Pillow 
Wnen can you 
iginal order proved so satisfactor 
The origsns 


Four months ago, we an- 
nounced the S)0Si Rubber 
You may be interested to know that we have testec | Flex Pillow Block. Today, the 
the 15/16" Rubber Flex Pillow Blocks under severe | wide acceptance of this new 
service conditions, and find they are the best un product has far exceeded our 
best expectations. S[S In- 
dustries, Inc., Front St. & Erie 
Ave., Phila., Pa. 4342 


WHY in 6 


REASONS 

. Self-contained 

. Totally enclosed 

. Self-aligning—easily locked 
on shaft 

. No machining of shaft 

. Electrically grounded 

. The rubber ring makes it 
QUIET 








@ As a dealer it means NEW PROF- 
ubber Lex ITS to you to be tied up to SUS. 
Send for specially prepared folder, 


PILLOW BLOCKS —e 
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Wage and Hour Amendment 
Needs More Prompting 


Advice received in Washington re- 
cently indicates that the Labor Com- 
mittee of the House of Representa- 
tives is reluctant to consider any 
amendments to the Wage and Hour 
Act except those included in the 
Norton Bill which represent the 
views of Administrator Andrews of 
the Wage and Hour Division of the 
Department of Labor. 

However, numerous communica- 
tions received by Members of Con- 
gress from wholesalers in all sec- 
tions have placed the Darrow 
Amendment in a most favorable po- 
sition if changes other than those 
in the Norton Bill are given atten- 
tion. 

It has been suggested that you 
again write the Congressman from 
your district urging him to con- 
tact the members of the Labor Com- 
mittee requesting that consideration 
be given the Darrow Amendment or 
similar legislation which will relieve 
employers who furnish continuous 
year-round employment and whose 
employees are not constantly “at 
work” but are on duty to render 
service from the limited hours im- 
posed by the Act. 

Employers generally have been 
pessimistic about the opPortunity of 
securing favorable changes in the 
Wage and Hour Act. For this rea- 
son, many have not been as vigorous 
as they might otherwise have been, 
feeling there was no hope, or failing 
to realize the conditions which will 
confront them next October and in 
October of 1940. 


New Man for Pritzlaff 


John Pritzlaff Hardware Co., Mil- 
waukee, Wis., has announced the ad- 
dition of Ralph Hinckley as a spe- 
cialty salesman. Mr. Hinckley has 
had both machine shop and foundry 
experience. The firm is now busy 
compiling a new catalog. 





John Prout (right) of Strelinger answers 
the questions of two visitors, while Rus- 
sell Haywood (left), Seybold Machine, 
and Earl Neal, Strelinger, get set for the 
next comers at the recent Machine and 
Tool Progress Exhibit in Detroit 
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“QUIK-LIFT” for QUALITY 


Again COFFING gives Industry a 
New HOIST development with 


many advantages... . . 



































THIS NEW Electric HOIST IN- 
CORPORATES A MAXIMUM AMOUNT 
OF EFFICIENCY-SPEED-POWER-DURABILITY 











TODAYS NEW SALES OPPORTUNITY 








Here is an electric hoist of superior design and performance ability. 
Five years of untiring effort by our experimental and development 
engineers have produced this rugged electric hoist of modern de- 
sign, possessing exceptionally low head room, that will stand up 
under years of continuous use and abuse. It has a powerful heavy 
duty motor and is equipped with lubri-seal ball bearings. 


The new Coffing “Quik-Lift” is sturdily and compactly built—yet 
light in weight. Simple in operation, it is so sensitive that loads 
may be raised or lowered a fractional part of an inch. The amaz- 
ingly efficient Coffing “Quik-Lift” is truly built for the quality buyer 


who wants maximum value. 


Distributors have no hesitancy in recommending this newest Coffing 
hoist. They know from experience that Coffing hoists are easy and 
profitable to sell. The many outstanding features of design and 
performance make the new “Quik-Lift” a good sales builder too! 

MODEL J 
“Quik-Litt" with Hook Investigate the profit possibilities available to the growing number 


or Trolley Suspension of Coffing distributors. The Coffing policy of cooperation helps 
Pendant Rope Control 


you sell. 
* 
COFFING HOIST CO. 


DANVILLE ADVANCED T 
ILLINOIS FF DESIGN 
* RATCHET LEVER ©¢ SPUR GEAR ¢@_ ELECTRIC 
LOAD BINDERS e¢ TROLLEYS ¢ DIFFERENTIALS 
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YANKEE VISE 


NORTH BROS. MFG. CO., PHILADELPHIA, U.S.A. | 
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SPEEDS PRODUCTION 


You can sell this ‘‘Yankee’’ Vise—no matter 
what other vises your customer has in his 
shop. Designed for continuous work—from 
bench to machine and back again—accurate 
results and no delay. ‘‘ Yankee’”’ Vise illustrated 
above, made in four sizes: No. 991, 1%" jaw 
width. No. 992, 2" jaw width. No. 993, 234" jaw 
width. No. 994, 4" jaw width. Hardened steel 
block, V-grooved, supplied for holding rounds. 


‘*Yankee’’ Vise also available with removable 
swivel base. Sizes, Nos. 1991, 1992, 1993 and 1994. 


ORDER FROM MILL SUPPLY JOBBER. FOR “YANKEE” VISE CIRCULAR, 
WRITE NORTH BROS. MFG. CO., DEPT. ML, PHILADELPHIA, U. S. A. 
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Johns-Manvilie Holds 
Distributor Meeting 


Distributors’ representatives in the 
Providence, R. I. area met in that 
city (picture on page 44) recently 
to discuss packings and power spe- 
cialties with members of the Johns- 
Manville Corp., New York City. 

Main feature of the meeting was 
a talk by M. K. Cumming, assistant 
manager Packing and Power Spe- 
cialties Dep’t of Johns-Manville. 
Following him on the program was 
N. J. Kent, also from the New York 
office, whose talk featured refrac- 
tories. 

Problems confronting the individ- 
ual distributor were brought up in 
the course of the meeting and mutual 
discussion of these problems resulted 
in many interesting recommendations 
for their solution. 

At the close of the discussion a 
dinner was held, and in conclusion, 
C. T. Dearborn, Johns-Manville dis- 
trict manager at Boston summed up 
the activities of the day. Also pres- 
ent from the J-M organization were: 
P. G. Blampied, J. F. Holmes, Dale 
C. Crosby and H. A. Linfield. 

Distributors representatives at- 
tending were: R. M. Bushnell, A. H. 
Smith of Babbitt Steam Specialty 
Co., New Bedford, Mass.; Ralph 
Boothby, W. W. Swansgn and N. B. 
Swanson of R. I. Covering Co., Prov- 
idence; E. A. Sauvageau, Lloyd Ar- 
nold, Henry Cote, George Salvas 
and Homer Salvas of Woonsocket 
Supply Co., Woonsocket, R. I.; Wal- 
ter J. Reardon, Corcoran Supply 
Co., Brockton, Mass.; and John 
McMurtrie and Edward Greenlaw, 
Pierce Hardware Co., Taunton, 
Mass. 


New Branch 


Columbia Supply Co., Columbia, 
South Carolina recently opened a 
new branch at Charleston, S. C. 





Indianapolis Belting and Supply 
Co., Indianapolis, Ind., announces 
the addition to its sales organization 
of Stanley Frearson, formerly of the 
Indianapolis division of the Link- 
Belt Co., who will specialize on 
transmission, elevating and convey- 
ing equipment. 
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Fig. 123 


Bronze “N-M-D” Valve % 
Renewable Non-Metallic Disc : \ 


Seée QUALITY + Seéé LUNKENHEIMER 


9-63-14 
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Profit Makers 


rg TE BITE THAT Coup, 


" SS . 
TRADE MARK S 
“4RSoN-NEWTON # 


Only satisfaction to the customer com- 
pletes the first sale and brings repeat 
orders. 


The consistent performance of CARSON 
NEWTON ALLIGATOR BRAND FILES 
have been doing this for 25 years and in 
the face of all the claims made for files 
today they stand on the same basis as 
always which is—THERE IS NOTHING 
BETTER. 


The line is complete in sizes, shapes and 
cuts and in both American and Swiss 
patterns giving you a line that can fur- 
nish the proper file for any filing job 
that your trade may have. 


You will find the CARSON NEWTON line 
a profitable and a satisfactory one to 
handle, one that will prove our slogan 
“It's the bite that counts.” 


THE SALES POLICY 


Full protection for stocking distributors. 
In some sections we can accept distribu- 
tors. If you want a quality line of high 
grade files that will enable you to furnish 
files for any filing job that comes up in 
your trade, a line that will stay sold 
write us — 











The camera interrupts a “huddle” in the 
J. N. Fauver booth at the recent Ma- 
chine and Tool Progress Show in Detroit. 
A visitor is "getting the works" from 
three Fauver men, left to right—R. 
Thornberg, N. R. Kerns and M. O. Cox 





Ideal Appoints New 
Field Engineers 


B. E. Holub, general sales man- 
ager of the Ideal Commutator 
Dresser Co., Sycamore, Illinois, has 
announced the appointment of three 
sales engineers who will concentrate 
on the activities of the S.O.S. Trans- 
mission Division of the company. 
All three have had extensive experi- 
ence as sales engineers. 

E. S. Whitlock, who was formerly 
with the New Departure, Division 
General Motors Corp., will operate 
in the central west@rn territory, 
traveling out of the Chicago office 
of the company. 

Nellus A. Rhodes will operate out 
of the Pittsburgh office, traveling in 
the central eastern territory. Mr. 
Rhodes was formerly transmission 
sales engineer for the Frick-Reid 
Supply Corp., Pittsburgh. 

R. W. Becker, eastern division 
manager of the Ideal Commutator 
Dresser Co. for many years, will now 
devote his time to the Transmission 
Division, operating out of the New 
York office. 

Mr. Holub has also announced that 
Robert J. Jackson will be located in 
the company’s home office in Syca- 
more, and will handle engineering 
sales, assisting Paul F. Froeb, who 


| heads the Transmission Division. 





CARSON 
NEWTON | 
ance ae ETT ES | le 


Toledo, Ohio—Ray Little, stock clerk, 
and Jerry Miller and Dick DeLand of 
CARSON-NEWTON Cco., Belleville, N. J. the inside sales staff. They're hustlers— 


all three of them 
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OP FORGED STEEL 


VOGT LEADS AGAIN .... with a new 
line of 150 Pound A. S. A. drop forged steel gate 


valves ranging in sizes from 2" to 8" inclusive. 


The design features . . (1) Body and bonnet 
flanges forged integral . . (2) Round bolted bon- 
net . . (3) Full port opening thru valve . . (4) Drop 
forged for extra strength and SAFETY. 


GET HIGH VALUE for low pressure 
service .. Use Vogt 150 Pound A. S. A. Gate 


Valves. 
Write for supplementary page 157-A 


OUISVILLE, | 


fs” cuevetans + eat 
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Presenting “the tool room group” 
to Mr. Buyer of Allen screws 


Hollow Set screws, Socket Head Cap Screws and Shoulder 
Screws, Square Head Set Screws and Dowel Pins — the succes- 
sive outgrowth of Allen metallurgical standards and traditional 
precision! 

Make more sales with practically no more sales-effort! It’s 
really no harder to sell the group; it’s handier for your customer 
to buy the group of related products at the same time, from the 
same concern, with the same assurance of satisfaction. 

By the latest additions to the line, Square Head Set Screws 
and Tru-Ground Dowel Pins are brought within our protective 
policy of “Sold only through the Distributor” :— your discounts 
assured on all sales in your territory, with sales- help — personal 
and printed — from the factory. 


THE ALLEN MEG. COMPANY 


HarrrornD, Conn. U.$.A. 
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Back to School for 
Neal Co. Salesmen 


Salesmen of the R. C. Neal Co., 
Buffalo, N. Y., attended the recent 
A.S.T.E. Machine and Tool Prog- 
ress Exhibition in Detroit eleven 
strong and then to top things off 
visited factories in the Detroit area 
represented by the Neal organization. 

On this educational jaunt of four 
days were C. W. Crofoot, F. S. 
McCoy, H. J. Lock, Clarence Tied- 
man, Al Chipman and Ray C. Neal. 
Attending from the Rochester office 
were: ©. M. Sears, H. E. Stratton 
and Ray Hilbert. From Syracuse 
came Arthur Irvine and Harry 
Lewis. 

This idea, carried out with a good 
deal of forethought by Ray C. Neal, 
president, was announced to the trade 
in a spectacular way. At the top of 
a mailing piece a train is seen racing 
across the country toward Detroit. 
The cars bear the words, R. C. 
NEAL CoMPANY SALESMEN. Below 
that the announcement reads: 


On March 14, 15, 16 and 17, the 
salesmen of the R. C. Neal Co., 
are going to school. They will at- 
tend the A.S.T.E. Machine and 
Tool Progress Exhibitionin Detroit 

. taking im as a postgraduate 
course, exhibits of products of the 
cooperating manufacturers we rep- 
resent. They will also visit again 
some of the factories in the De- 
troit area for whom we sell. The 
big “idea” is to serve you better 
in the future. If you will advise 
us of any special applications you 
may have in mind our salesmen 
will be glad to discuss them while 
at the factories. 

This means that they will not 
be calling as usual. In order that 
they may go to Detroit with a 
free mind and concentrate on the 
exhibits, I have told them that we 
will take care of all your speci- 
fications that you send in while 
they are away . . . and should 
you need someone personally in a 
pinch, let us know and I will try 
to do the pinch-hitting. 

Sincerely yours, 


R. C. Neat Co. 


Oregon Distributor 
Desires Additional Lines 


Monarch Belting & Supply Co., 35 
Southwest First Ave., Portland, 
Ore., is interested in taking on addi- 
tional lines for manufacturers desir- 
ous of representation in Oregon and 
the border counties of southwestern 
Washington. 

The Monarch organization has a 
sales staff of four and is one of the 
youngest industrial supply firms in 
this territory. 
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LUBRIPLATE 


LUBRICANTS 


CUT COSTS 


... that’s why LUBRIPLATE is a 


FAST SELLER! 


OU may already be selling Lubriplate products for specia] applications— 

such as Ball Bearing Lubriplate to make ball and roller bearings run smooth 
and last longer. And you may already be selling No. 130-A for lubrication and 
protection of open gears. If you are—then you know that Lubriplate is the one 
and only lubricant for the tough jobs. But—how about those “Run-of-the-Mill” 
jobs? Are you still letting ordinary grease and oils get the business and the 
profits? There’s not a reason in the world why you should! Those are the 
jobs—the ordinary jobs—where Lubriplate often shows the greatest savings—and 
where the volume of sales is greatest for you. 


Think it over—where your customer now uses 100 Ibs. of ordinary grease—a 
Lubriplate product may save 50, 60, 75% in consumption alone. Where he 
now puts up with excess wear... loss of power by wasteful friction . .. and 
lost machine time—you can change his picture completely with a change to 
Lubriplate Lubricants—and to your great financial advantage. 


We help you sell Lubriplate for every job in the mill—by advertising Lubri- 
plate in leading publications that your customers read. Furthermore we provide 
competent field men to help you build your Lubriplate business—through actual 
calls on your customers! : 


A few profitable dealerships for Lubriplate are now open. Write today for 
full information. 


FISKE BROTHERS REFINING CO., Newark, N. J. e Toledo, Ohio 
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QUICK FACTS 
about Lubriplate 


Lubricants 


Lubriplate produces 
a wear - resisting 
bearing surface. 


Lubriplate resists 
corrosion 
and pitting. 


Lubriplate reduces 
riction, thus 
lowering main- 
tenance costs and 
power costs. 


Lubriplate is white 
and clean, 


Lubriplate outlasts 
ordinary lubri- 
cants many times. 


Lubriplate is eco- 
nomical—a little 
goes a long way. 


Lubriplate is avail- 
able in fluid an! 
grease types for 
every need. 
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THE BELMONT DISTRIBUTOR 
HAS THE PACKING 
FOR EVERY JOB 


That's what we're telling industrial buyers 
every day in the year. 

This month we're doing it with the above 
illustration—driving home the point that 
whether pressure is coming from Niagara 
Falls or some surging little river, if industry 
wants to keep that pressure harnessed — 
ALL OF IT—the Belmont distributor is the 
man they want to see. 


And when they do, make sure to use the 
sales helps that Belmont gives you. The 
new Belmont Catalog, off press soon, a 
packing encyclopedia that the whole indus- 
try will talk about—the Belmont folders 
which break down packing selection into 
individual services —the Belmont Sample 
Kit, which puts Belmont quality right into 
the buyer’s hand, AND WHICH HE EX- 
PECTS YOU TO HAVE WHEN YOU CALL. 
They're all yours—exclusively yours! 

But how much they do for you depends 
on how you use them. Let them lie idle— 
and you'll miss when you might have hit. 
But put them to work—and you'll HIT 
when you might have missed! 





BELMONT SUPPORT HELPS DISTRIBUTOR SALES 


THERE’S A -LMONT PACKING 


BELM 


T na = 


THE BELMONT PACKING & 


BUTLER AND SEPVIVA. STREETS 






Sample page from the new Belmont 
Catalog which will be off press soon. 





SPECIAL HYDRAULIC PACKING 
Coil Form Belmont 9 
Made of best quality line 
flax, stitched with strong 
line thread into a moulded 
rubber and duck channel. 
Supplied in packing 
space sizes 4” and 
upward. 


HOLLOW CENTER PACKING 
Spiral Form Belmont 319 
Made of closely woven 
rubber frictioned duck, 
wrapped upon itself and 
moulded to size. The hol- 
low center offers a point 





of least resistance, com- 
r ting i 

and contraction. Supplied 
in sizes 4“ and upward. 








FOR EVERY SERVICE 


ONT 


RUBBER COMPANY 
e PHILADELPHIA, PA 
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From Raw Material 
To Champions 


The bowling team of Woodbury & 
Co., Portland, Ore., won the cham- 
pionship of the Metals League of 
that city in a 28-week tournament. 
Not only was this the first year of 
competition for the team; not a man 
on it had ever before bowled in com- 
petition. However, these Woodbury 
boys have a way of going at things 
that gets results, whether it be a 
bowling job or any other. When 
they took on the new “line” this year 
they aimed for the top. Then, as 
none of them knew a great deal 
about bowling, they set out to learn 
the line thoroughly. That meant a 
good many hours of practice for 
every man, outside of the regular 
weekly meets. 

The team consisted of H. K. Den- 
ney, auditor; E. Albert, George 
Hawes and Ed Helser, salesmen, and 
F. W. Holcomb, vice-president and 
sales manager. Holcomb made 
third high average for the season in 
the league. 


Laughlin Co. Appoints 
Detroit Distributor 


Thomas Laughlin Co., Portland, 
Maine, manufacturers of industrial 
and marine hardware has announced 
the appointment of John E. Living- 
stone Co., as its representatives. in 
the Detroit, Mich., territory. 


Laughlin Co.’s Detroit warehouse 
will continue to warehouse stocks in 
order that distributors and users of 
its hardware in that locality may 
receive prompt service. 





R. S. Bennett (right) of Allis-Chalmers 
explains to Charles M. Reesey of Cin- 
cinnati Milling Machine Co., at the Ma- 
chine Tool and Progress Show in Detroit, 
the many features of his company's new 
vari-pitch speed changer unit 




















en the Bolts and Muts 
ARE IMPROVED - 








SOME OTHER KENNEDY “EXTRA VALUE” PRODUCTS 


STANDARD BRONZE GATE VALVES have particularly large bonnet 
hex placed close to the hub face joint, unusually large number 
of stem contact threads, non-heating non-slipping handwheel, and 
exce’ ally deep stuffing boxes. 

HEAVY-STANDARD BRONZE GLOBE AND ANGLE VALVES have 
slip-on disc-holder with four guide prongs, exira seat height, rust- 
proofed malleable-iron union bonnet ring and packing nut, and 


exceptionally hi body walls and ‘aie threads. 
LE-IRON BRONZE SCREWED PIPE pial a A made 
of truly malleable iron and red b db 





Y 
automatic precision machines, thoroughly poten and tested 
before shipment. 




















One of the 
EXTRA VALUES 


that make KENNEDY 
lron-Body Wedge Gate Valves 


easy to sell.... 


ERE is a line of valves that is a marked 

advance in every respect over older 
designs. Bodies, bonnets, operating 
mechanisms—even the smallest parts such 
as the bolts and nuts—have distinctive 
features that are not merely intended to 
make these valves easier to sell, but also 
to give better and longer service with less 
maintenance expense. 
Show one of these valves to a customer, and 
you will find him attracted by its sturdy pro- 
portions, clean-cut construction, and innu- 
merable refinements of design. Moreover, 
its many extra values mean no extra cost to 
you or your trade, for these valves—like all 
Kennedy Extra-valve Products—are sold at 
standard market prices. 
Kennedy Extra Values result in extra sales. 
It will pay you to investigate. Write for 
complete information. 


The Kennedy Valve Mfg. Co., Elmira, N. Y. 


KENNEDY 


cvtra Value in CVALVES 
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Barnes Blades bring home the 
bacon without by-passing the 
front office or forcing the issue: 


Sold strictly on a performance 
basis, every blade in the Barnes 


Line (6) is produced to handle a 
specific set of metal cutting needs. 


That’s why distributors like to 
handle ’em. They know (1) that 
they are not buying a “dead 
stock” item and (2) that Barnes 
Field Men help them over the 
humps with their hardest pros- 
pects. 


For details write Barnes at Detroit. 
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Contemporaries and collaborators. B. E. 

"Burt" Hotvedt (left), advertising man- 

ager of the Blackhawk Manufacturing 

Co., and G. H. “Hal” Goehrig, Jr., 

Blackhawk's sales manager, out for a bite 
of lunch 


McKay Co. Shifts Offices 
To York, Pa. Factory 


Effective April 15th, the McKay 
Co., manufacturer of McKay tire 
chains, commercial chain, and arc- 
welding electrodes, are transferring 
from its Pittsburgh office the gen- 
eral sales, order, invoicing, and pur- 
chasing departments to their York, 
Pa., factory where the majority of 
its operations are centered. 

This move is being made in order 
to expedite the handling of orders, 
inquiries, and invoicing, thus result- 
ing in more efficient and prompter 
service to their customers. 

The executive departments and 
officials and a district sales office will 
remain in the McKay Building, 1005 
Liberty Avenue, Pittsburgh, Pa. 


J. B. McDonald has “gone outside” for 
The Strong, Carlisle & Hammond Co., 
Cleveland. He's a city salesman on the 
general mill supply line. Mr. McDon- 
ald has been with S-C & H for ten years. 
He graduated to the outside sales staff 
from the pricing department 








ARMSTRONG Quality 


Assures Repeat Sales 


Sell an ARMSTRONG Drop-Forged Wrench and you have 
served your customer well for he will have the finest wrench he 
can buy, and, you will have a steady repeat customer. 
Stronger, handier, accurately balanced and beautifully finished 
ARMSTRONG Wrenches are correctly designed, accurately 
milled, ‘heat treated, hardened to that closely held point that 


prevents jaws from chewing out, yet holds the toughness that 
withstands abusive battering. 


60 TYPES, all sizes— Drop Forged 
Carbon and Chrome - Vanadium 
Steel Wrenches — End Wrenches, Box 
Socket Wrenches, Detachable Head 
Socket Wrenches, Bridge Ratchets and 
Hollow Screw Wrenches. — Write for 
Catalog. 





ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People" 
305 N. FRANCISCO AVE. CHICAGO, U. S. A. 
Eastern Warehouse and Sales: 199 Lafayette St., New York © San Francisco London 
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NORTON ABRASIVES 


OILSTONES 


World’s Oldest and 
Most Complete Line 








Better Stones for 
Better Shop Practice 


No matter what your customers’ sharpening requirements may be, 
there is always a Norton Abrasives product to fit the job and do 
it well. 


Take the universally popular INDIA Oilstone Line, for example. 
Impregnated with oil at the Factory in order to give maximum 
effectiveness, these outstanding sharpening specialties are of ‘inesti- 
mable value in modern machine shop practice. No other stone 
has ever threatened INDIA’S deserved reputation for toughness, 
together with ability to cut fast and hold shape so well. 


Or if the problem is careful maintenance of precision tools and 
dies at their very best, there’s no better solution than the use of 
HARD ARKANSAS OILSTONES. These famous natural stones 
are without a peer when it comes to removing all traces of rough- 
ness from even the most intricate and delicate of instruments 
or parts. 


The choice of machinists, tool makers and craftsmen for genera- 
tions, Norton Abrasive Oilstones— superb successors to the 
famous old Pike line — will definitely give your customers better 
performance and “more mileage” from their tools. 


Our new Norton Abrasives Catalog No. 18, with 34 
pages and 161 illustrations covering the entire line, 
is just off the press. If you haven't yet received a copy, 
we will be pleased to forward one at your request. 


BEHR-MANNING 
inOv.NLY. 
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A fivesome that makes things hum. Left 
to right—Arthur G. Huebner, president 
of The Hardy and Dischinger Co., To- 
ledo, Ohio; his sons, Arthur G., Jr., and 
Franklin; Helmer Johnson, pricing clerk, 
and Ed Ellis, truck driver. Franklin is 
vice-president of the company and store 


manager, while Arthur G., Jr., 


office work 


does 


A. J. Aulerich Transferred 
To Cover New Territory 


A. J. Aulerich, identified with 
Progressive Welder Co., in the de- 
velopment of the first hydromatic 
welder ever built, and for the last 
four years in the company’s Detroit 
sales and service division, has been 
transferred to Dayton, Ohio. He 
will handle sales for the company in 
both Ohio and Indiana. His head- 
quarters will be 503 Callahan Bldg., 
Dayton, Ohio. 


Chaplin Joins Wolverine 


Howard H. Chaplin has been ap- 
pointed to the sales staff of Wol- 
verine Tube Co., Detroit, and will 
take charge of wholesale trade. Mr. 
Chaplin has a background of fifteen 
years in distributor sales and comes 
to Wolverine from American Radia- 
tor Co. -— 








Ready to take your order are (left to 

right) John R. Light and R. T. McLaugh- 

lin of Superior-Sterling Co., Bluefield, 
W. Va. 























The "TOLEDO" No. 999—the complete pipe machine—is the most satisfactory equipment 





for pipe up to 2 inch and bolts up to I!/5 inch. Cuts off 2” pipe in 10 seconds. Threads 2” 
pipe in 22 seconds. Always ready for instant use. Operates geared threaders and cutters with 


universal shaft and has ample power for the larger sizes. 


Sell your customers a "TOLEDO" No. 999 complete pipe machine that will give years of 


highly satisfactory service. 





DISTINCTIVE 
FEATURES ARE— 


—four blade cut off. Separate 


© non-opening or quick-opening die 


head and dies for each size. Di- 
rect gear drive. Centrifugal type 
oil pump direct driven from 
motor. Safety friction gear pre- 
vents damage to machine. Round 
renewable ways. Switch guard. 
Chuck wrench ejector | fingers. 


©) Thread length indicator. 


THE TOLEDO PIPE THREADING MACHINE CO. 


TOLEDO, OHIO 


ps ag 


NEW YORK OFFICE, 72 LAFAYETTE ST. 








REMEMBER—THEY'LL DO BETTER WITH A “TOLEDO” 
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The Surface Has Not Been Scratched! 


Batteries of Delta Industrial Power 
Tools are popping up like dande- 
lions in every type of industrial 
plant. Delta Drill Presses, Grind- 
ers, Band Saws, Circular Saws, 
Sanders—are being used in increas- 
ing numbers in this country’s larg- 
est manufacturing plants—in the 
automotive, aviation, plastic, wood- 
working, heavy industries—in light 
metal working companies—in the 
building and construction field—in 
government and school shops—in 
the maintenance departments of 
scores of industries—in small spe- 
cialty shops. 


DELTA 


MANUFACTURING 
COMPANY 


(industrial Div.) 
693 E. VIENNA AVE. 
MILWAUKEE, WIS. 


Address 


SN inn Nanaia icnhch in tgtteteaaiaw ais 


Productions men are learning how 
to make bigger profits with smaller 
tools. Manufacturing methods are 
being revolutionized. Sales po- 
tentials on Delta Tools are being 
shattered. The “Delta rush” is on! 
These statements are nt over-en- 
thusiastic hopes—but cold, hard 
facts backed up by concrete sales 
figures. 


Are you getting your share of these 
growing markets for Delta Tools? 
If you have the Delta franchise the 
coupon below wil bring you a copy 
of the latest Delta Market Manual 
telling you how and where to sell 
Delta tools. 


SSSSSSSESSSSESSERESESSESSSEESREE SEES ee eee eee ees 
DELTA MFG. CO. (Industrial Division) 
693 E. Vienna Ave., Milwaukee, Wis. 


Please send me a copy of the latest Delta Market Manual 
telling me how and where | can sell Delta tools. 
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Lynn Elliott Weighs Anchor 
For Pyott F & M Co., Chicago 


Ahoy, mates—another Navy man! 
Introducing Lynn Elliott, sales man- 
ager of the Pyott Foundry & Ma- 
chine Co., Chicago. Lynn was gradu- 


LYNN ELLIOTT 


ated from the United States Naval 
Academy in 1932. After a fling at 
professional lacrosse, he went into a 
steel fabricating shop in Kansas City 
for a year, then spent three years 
with a boat building concern there— 
and got the supply house side of the 
picture through experience as a me- 
chanical rubber goods distributor in 
Texas, from 1936 to 1938. 


President of Ford & Kendig 
Dies; Williams New Head 


L. M. Ford; a veteran of the mill 
supply industry and president of 
Ford & Kendig Co., Philadelphia dis- 
tributor, passed away on March 21. 

Following the death of Mr. Ford 
the following changes in officers 
were announced: T. J. Williams, 
president; K. +B: Ford, vice-presi- 
dent; J. T. Tobin, vice-president; 
C. A. Baumert, secretary and H. K. 
Strickler, treasurer. 

C. J. Ambrogi, manager of the mill 
supply department, and John Hemp- 
hill were elected to the board of 
directors. 

Mr. Williams, the newly-elected 
president, has been with the firm 34 
years, and is a well-known figure in 
the industry. 


George J. Helfrich Appointed 
District Sales Manager 


George J. Helfrich, who has been 
associated with the company since 
1925, has been appointed district 
sales manager of the Chicago terri- 
tory of the Reading-Pratt & Cady 
Division of American Chain & Cable 
Co., Inc., with headquarters at 400 
West Madison St., Chicago, Illinois. 





IT HAD TO BE 
\) 


URIED under hot cinders — drenched with water — surrounded 

by acid fumes—operating under heavy loads or at high speeds, 
Dodge-Timken Bearings have established records for continuous 
operation with negligible maintenance in a large steel mill... It's 
a good investment to install Dodge-Timken Bearings — their per- 
formance is proved on the basis of production profits—power flows 
smoothly over rugged, rolling roadbeds from source to production 
machine ... Dodge-Timken Bearings are designed and built to 
fit the job — there are over 1800 types and sizes available — 
many of them carried in local distributor stocks for immediate 
delivery . . . Dodge manufactures a complete line of power trans- 
mission equipment which insures “The Right Drive for Every Job.” 


DODGE MANUFACTURING CORPORATION 


Mishawaka, Indiana, U. S. A. 


. .. when planning 4 new plant... when adding a new department . . . when installing 
new machinery ... when modernizing old equipment . . . when designing new products. 
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HOW TO BE FULLY EQUIPPED 
TO SERVE INDUSTRIAL NEEDS 
FOR BOLTS - NUTS - SCREWS - 
WASHERS OF irene vetet—steintes 


It's simple as can be—make HARPER your head- 
quarters. We have specialized in the production of 
these items—our 1939 catalog will give you a com- 
plete picture of the organization—its facilities—its 
products—its ability—its great value to you—be sure 
you have a copy. 


THE H. M. HARPER COMPANY 
2622 Fletcher St. Chicago, Ill. 


Brass—Bronze—Everdur— 





Why you should 
get behind Harper 
Products 


® The service you need 
® Wide variety of stand- 
ard types 

® The quality that 


counts 


® Items boxed, accurate 
count 


® Thoroughly clean 
products 


@® 15 years of special- 
ization 


@ Opportunity for you 
to meet all needs—and 
make money 














—but a friend of every 
industrial distributor 


@ Year in and year out, 

thirty years, industrial distrib- 

utors have been selling Alligator 

Steel Belt Lacing. It has been a sound, substantial 
item with a turnover that in the case of many dis- 
tributors has been truly remarkable. 

Since it is a type of business that often just auto- 
matically flows from the industrial plants and shops, 
we believe that many distributors are overlooking 
some additional easy profits on Alligator in their 
territories. Why not make a quick check-up on some 
of the plants in your section and find out what 
sizes of Alligator are needed and then check your 
own stock to see whether you could handle any 
emergency belt lacing job that might come up. 

Some distributors carry special lengths as a ser- 
vice to important customers. In other instances the 
plants stock the special lengths and the distributor 
checks up occasionally to see that the stock is suf- 
ficient to cover emergency needs. 


Where the sale of Alligator steel lacing is placed 
on a service basis it shows up on the profit side 
of the ledger a lot sooner than you might expect. 


FLEXIBLE STEEL LACING CO. 
4633 Lexington St., Chicago 


ALLIGATOR 


Da — 


STE E L BELT Wee 








industriai pliant 

men like ALLIGATOR 
steel lacing because: 
Without any fuss or moter 
business it can be put on wi 
a hammer and it drives age 
bone, Sete oo ms se 

less than 1/16" thick up to belts 
5/8” thick and as wide as they 
come. 


. The belt can be unfastened in a 


jiffy — just remove the rocker 
inge pin and the joint comes 
apart. 


, Alligator Steel Lacing is made of 


a special grade of steel that 
combines uctility with high 
tensile strength. Service records 
of millions of belts laced with 
Alligator show that it has remark- 
ably long life. 


" ——~- makes a joint that is 
smooth on bot 


h faces—it embeds 
in the belt and the compression 
grip protects the belt ends and 
keeps the plys from separating. 


. his supplied in steel, Monel 


and “Everdur” in twelve sizes. 
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Harry Alcott (left) with his dad, Richard 
Alcott, vice-president of Riechman-Crosby 
Co., Memphis, Tenn., visit a customer to- 
gether. Harry is planning to follow in his 
father's footsteps when he finishes school, 
working at the office during summer vaca- 
tions and learning the inside ropes early 





Two New District Managers 
For Aluminum Industries 


E. A. Heroux, in charge of Per- 
mite aluminum paint sales for Alum- 
inum Industries, Inc., Cincinnati, 
Ohio, has announced the appoint- 
ment of Norman R. Dixon and Her- 
man R. Bumiller as district man- 
agers oi the paint division of the 
firm. 

Mr. Dixon with headquarters in 
the Chicago office of Aluminum In- 
dustries will have charge of the 
West Central States district and 
Mr. Bumiller from the main office at 
Cincinnati will serve Ohio and ad- 
jacent states. Both men are well 
equipped to lend able and experi- 
enced assistance to distributors in 
their marketing and _ promotional 
activities. 





Two young hustlers—Jack Robson (left) 
and “Wally” Roeland, of the Moline, Ill., 
branch of Sterling Products, Chicago. 
Jack is an outside salesman, working in 
lowa, while “Wally” gets his business 
over the counter and telephone 




















REAL MONEY 
DISTRIBUTORS ... for they carry 


a liberal margin of profit 


“Hallowell” Steel Stools 


The one _ piece 
welded steel con- 
struction of “‘Hal- 
lowell” stools and 
chairs makes them 
last longer — an 
important item 
when you're con- 
sidering profits. 


You can get just 
what you need in 
a “Hallowell” for 
the line is most 
extensive, with a 
design adapted for 
use at any type 
of operation. 

Write us for our 


“Hallowell” Steel 





“PIONEER” 
STEEL SHAFT HANGERS 
“Pioneer,” the original Steel Shaft 
Hanger, revolutionized shaft hang- 


ers. It’s the only steel hanger with 
integral feet. Millions are in use 


the world over. 





designed 
present 
Its steel top stays 
smooth as a surface plate, 
and steel legs hold it per- 
manently rigid. Bolt holes 
in the feet make it easy to 


and 
day 


Fig. 732 
Pat'd and 
Pats. Pending 
Drawer is extra 


*“HALLOWELL” STEEL WORK-BENCH 


Skillfully 
built 
needs. 













fasten the floor and 
easy to move. All its 
parts are standard and in- 
terchangeable. Best of all 
the reasonable. 
Full of sizes to 
choose from. 
Fig. 1334 
Pat. Applied for 


catalog. 


Tool 


Stands 


Moves easily 
wherever it's 
needed; a 
handy stand 
to have. Made 
in a variety of 
types for all 
purposes. 


Fig. 705 



















Patented 
Fig. 300 





op 
AAU 
wed 














Fig. 754 Pat. Applied For 













SOCKET SCREW PRODUCTS 
are always steady sellers 













































































Steady profits are assured 
when you carry and sell 
the entire line of “Un- 
Known 
and preferred by count- 
less industrial plants for 
continually 
improved with new dis- 


brako” Products. 


years, yet 


tinct sales features. 


and good repeat order items. 





Fig. 232 
“Unbrako"’ Hol- 
low Set Screw 





STEEL SHOP EQUIPMENT 


STEEL SHOP EQUIPMENT 





“HALLOWELL” STEEL TRUCKS 


Made to withstand the 
toughest treatment. Their 
steel platform can’t splin- 
ter — their welded con- 
struction assures perma- 
nently rigid joints. And, 
because the wheels have 
smooth bores or anti-fric- 
tion bushings in hubs and 
casters, and are perfectly 
lubricated, they’re much 
easier to handle. Write 
for Bulletin. 


“Hallowell” 
combine 


Steel 
unbreakability 


chine finish with low price; that’s 
world-wide 


the secret of their 


popularity. 














Sil 
SELF-LOCKING 


Fig. 1510 






Vat'd. and 
Pat's. Pending 
Cutout Section Showing 
Locking Ring in Place 


“HALLOWELL” 
STEEL SHAFT COLLARS 
Shaft 


NUTS 


“the nut that can't shake loose’’ 


“HALLOWELL” 
FOREMAN’S DESK 


Ideal for 
Right height . . 
cline to write 


foreman’s use. 


. right in- 
on while 


standing. Large drawer with 


lock for 


holding valuable 


papers. Carried in stock for 
prompt deliveries. 


Collars 
and ma- 








Fig. 100 





Pats. Pending 
















A really unique self- 


locking nut. 


Its built- 


in locking ring posi- 


ing off. The 


tively prevents back- 


one piece 


construction is a feat- 


ure that 


appeals to 


most users as it saves 


considerable 
tion time. 


Write us for 
dealers proposition 
and full details. 


INDIANAPOLIS 


BRANCHES JENKINTOWN, PENNA. 
BOSTON 
DETROIT Box 519 ST. 


SAN FRANCISCO 


installa- 


STANDARD PrEsseED STEEL Co. 


BRANCHES 


CHICAGO 
tours 
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SPARTANS! 


For Superior Cutting Service, Spartan offers Six Separate Types or Qualities 
of Hack Saws, designed to meet each and every cutting requirement; and the 
Especially Tempered Spartan Metal Cutting Bands. 


Spartan makes: Genuine Tungsten High Speed Steel; Kutall Molybdenum 
or Special Alloy High Speed; Flexard; 2 in 1; All Hard and Flexible Hack 
Saws — also "The Best Band in the Land". 


HACK SAWS 


AND 


BAND SAWS 





SPARTAN SAW WORKS, Inc,, Springfield, Mass,, U.S.A. 








FROM 20 TO 200 PER HOUR! 
—a step-up that spells orders 


“I make money when my 
customers can save 
money” says the alert 
salesman who suggested 
this power cleaning oper- 
ation which has cut his 
customer’s cost washing 
glass jars to one-tenth 
of that formerly spent for 
hand cleaning. And again 
a MILWAUKEE  de- 
signed special refillable 
brush is doing the job 
. . . better, quicker, and 
cheaper...assuring more 
sales each time the worn 
brushes need refilling. 
You, too, can profit by 
depending on MILWAU- 
KEE to serve you so that 
you can serve your cus- 
tomers better. 





THe MitwauKee Brush MANUFACTURING Co. 
MILWAUKEE, WISCONSIN 











MIL AUKEE WIRE WHEEL BRUSHES - WIRE CUP BRUSHES - WIRE SCRATCH BRUSHES 


The Key to Industrial Brush Problems 


FLUE BRUSHES - FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES - FOUNORY BRUSHES 
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Simonds Saw and 
Indianapolis Belting Meet 


Members of the sales organization 
of the Indianapolis Belting and Sup- 
ply Co., joined with representatives 
of the Simonds Saw and Steel Co., 
at a sales meeting and dinner in the 
Lincoln hotel, Indianapolis, Friday 
evening, March 31. 

R. A. Shaffer, Simonds’ general 
sales manager, told the I.B.S. men 
about the new Simonds factory in 
Fitchburg, Massachusetts, its modern 
equipment and other facilities. C. F. 
Fee, Simonds’ Chicago district sales 
manager, then introduced a plan for 
a two weeks special sales drive by 
the Indianapolis men and Simonds 
representatives on Simonds products, 
called the “Push.” Following official 
launching of the “Push,” there was a 
general round table discussion of 
sales problems. 

John R. Neely and Richard Grund- 
mann, Simonds’ sales representatives, 
were also present at the sales meet- 
ing and dinner. 


PEXTO Shifts Personnel 
In Company Organization 


Mark J. Lacey, president, Peck, 
Stow & Wilcox Co., Southington, 
Conn., announces the following 
changes in the organization: 

W. Roy Moore, former vice presi- 
dent and secretary of Billings & 
Spencer, will direct the sales of the 
machinery and tools and hardware 
divisions. 

William O. Seifert, formerly man- 
ager sales division is now sales 
manager. 

Elmer J. Murray, travelling repre- 
sentative tools and hardware division 
is now assistant sales manager. 

Floyd J. Neal, former manager 
tools and hardware division, is now 
manager of production. 





Bill Small, for the past ten years with 
J. E. Lonergan Co., Philadelphia, has 
been elected director vice-president and 
director of sales. His connection with 
the company has always been in outside 
sales activities and he is well-known to 
distributors throughout the country 





ELASMC ENVELOPE 
TAKES THE WEAR 





HIGH TENSION 
SECTION 


><, CONTINUOUS CORD IN 
35°5°*WEUTRAL SECTION 


HIGH COMPRESSION 
SECTION 








“GROOVE-GRIPPING” ACTION OF 
New MEDART 
V-BELTS 


Gives You A New Profitable 
Selling Angle 


The New Medart V-Belts with their “groove-gripping’” action are precision 
engineered and constructed—assuring maximum power transmission — at 
minimum cost... .This gives every Distributor and Distributor Salesman a new 
and profitable selling angle — assures fast turnover—paves the way for sales 
of related transmission items. 


The load-carrying cord section of the belt is concentrated at the neutral 
axis of the belt assuring minimum of friction and safeguarding the tension- 
carrying element from internal breakdown. 


Further—each strand in each individual belt, as well as each belt in a 
multiple drive, carries its proportionate share of the load. ... This results in 
smooth, uniform action— permits maximum belt tension—eliminates undue 
wear or strain — prolongs belt life. 


Medart Sheaves are furnished in all sizes. 


Send For Selling Information — it's easy to show your customers how to 


save on power transmission costs with these new Medart V-Belts —They 
Grip the Grooves.” 


THE MEDART COMPANY 
3514 DeKalb St. ° ° ° St. Louis, Mo. 
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L203 PERFORMANCE 


The performance of WINTER TAPS is well 
known among tap users. This customer ap- 
proval insures repeat business for WINTER 
Distributors and our expert engineering serv- TF A IG FO 
ice, merchandising co-operation, and thru | SUPPLIES editor was able to snap this 

er” , picture of H. H. Holinstat, secretary- 
the distributor sales policy backs them up. tenner of C. b. Granites ant Co. 
Detroit. A few minutes later and H. H. 


would be "far on his way," for he spends 
much of his time chasing smokestacks 


THE WINTER BROTHERS CO., Wrentham, Mass. for business—and loves it 


Main Factory: WRENTHAM, MASS.—Branch Factory: DETROIT, MICH. Experienced Office Man 
A Division of the National Twist Available to Distributors 


Drill & Tool Co., Detroit, Michigan If you are in need of a man ex- 
perienced in office administration, 
Leonard P. Jenkins of 2543 Chip- 
pendale Ave., Philadelphia may be 


just the man to fill the bill. 
WI] | EE IR PANES AND 1D) NAS Mr. Jenkins, an enterprising fel- 
low in his late twenties, has had 74 


years experience with Worthington 
Pump & Machinery Corp., and spent 
14 years with Service Supply Corp., 
Philadelphia. His duties during these 
years include practically all prob- 
lems of office management and con- 
trol of personnel. For further de- 
tails Mr. Jenkins may be reached at 
the above address. 








 — Bear- 
ing Bronze Precision 
Machined Bars make 
long-lasting customers as 
wellaslong-lasting bearings. 


THE BUNTING BRASS & BRONZE COMPANY... 
TOLEDO, OHIO WAREHOUSES IN ALL PRINCIPAL CITIES 


Nj e “| have been in the saddle so long | 
don't know just what | would do with- 
out problems and responsibilities.’ Thus 


spoke Edward H. Crabbs (above) east- 
BRONZE BUSHINGS - BEARINGS | ern executive of the Philip Carey Co., 
PRE CISION B RO N ZE BAR Ss Cincinnati, Ohio, as he accepted the 
| presidency of the Executives League of 
BABBITT METALS America, Inc., New York City. 
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Your last chance to secure accommodations 
for the greatest MILL SUPPLY Con- 


vention in the history of this industry 


6/2 DAY CRUISE TO BERMUDA 


Only a short time is left for distributors to make 
reservations on the great Mill Supply Convention 
Cruise to Bermuda. This is a golden opportunity for 
supply men to take advantage of meeting their fellow 
distributors from all sections of the country as well 
as their manufacturer friends. Reservations are al- 
ready in for more top ranking executives of the 
manufacturers than have attended a Mill Supply 
Convention in years...the men who determine the 
policies followed by manufacturers. 


Thursday, May 25th, arriving in Bermuda Sunday 
morning at 8 A.M. Shore parties, golf, swimming, 
riding and excursions will be held all day Sunday, 
Monday and Tuesday in Bermuda. Departing from 
Bermuda at 4 P.M. on Tuesday, the cruise will dock 
in New York Thursday morning, June Ist. 

Rates start at $60. These are lower rates than 
would be available on regular cruises. In addition, 
elaborate entertainment has been arranged especially 
for this convention at no extra cost. 

Six and a half days of a glorious cruise to Bermuda You owe it to your company, your industry and 
yourself to attend this convention. Do not 





on one of the most modern pleasure ships 
afloat — the “Monarch of Bermuda” — will NOTICE 

be mixed with a series of constructive | Cruise will not 
call at Norfolk. 


; é } ctril Only embarka- sie ; TI i c 
ing relations between distributors and tion point is Write today to Thos. Cook & Son 


manufacturers. New York. Wagons-Lits Inc., 587 Fifth Avenue, New 


The cruise will leave New York at 6 P.M. York, N. Y. 


delay in making your reservation. There 
is bound to be a last minute rush, and the 


business sessions of real value in improv- more desirable space is becoming limited. 








New York World's Fair 
pens April 30th. Great 

chance to spend a day — combine a holiday 
r two seeing the Fair you'll never forget with 
before or after cruise. thi 


your use and 


nembers of your family 


important busines 


convention, 


Sole Official Transportation Agents 


THOS. COOK & SON—WAGONS-LITS INC. 
387 Fifth Avenue, New York 


EAR °° ARRESTING RR RR RTS SERRE TRS RR RR RE NORA AE ERE 
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Link-Belt's Canadian 


BARRY STEEL SPLIT PULLEYS Subsidiary Elects Officers 


: " ° Eugene C. Burton, formerly vice- 
Meet your customers’ demands for strength and light weight president and general manager, was 


Every feature is a sales advantage. For assures longer life and greater economy. elected president of Link-Belt Lim- 


example, BARRY STEEL SPLIT PULLEYS Available in a full range of sizes with ited (Canadian subsidiary of the 


are scientifically strong of electrically spot 
straight and crown faces enabling you to 
welded tubular construction. Light weight meet all requirements. 


insures easier installation—the method of F 
securing spokes to hub and rim which dis- ‘There is a lot of profitable business for 
tributes load evenly and preserves pulle Distributors handling BARRY STEEL SPLIT 
shape under heavy loads — great nenath PULLEYS. Gert the facts TODAY. 


OTHER SALES OPPORTUNITIES IN THE DICK LINE 


DICKROPE V-BELT DRIVES—lick stretch problems 
DICKBELT—a balata impregnated belt of great durability 
DIXITBELT—the transmission belt for hard service 
CONVEYOR BELTS for all services 





JOHN FARLEY 8B. J. MURPHY 





| Link-Belt Co.) at the annual meet- 
ing of the board of directors in 


Toronto. John Farley, manager at 
WHY ALL Montreal, was chosen vice-president, 


and Basil J. Murphy continues as 


| treasurer. 
INDUSTRY IS BUYING | President Burton joined the engi- 


| neering department of Link-Belt, in 


| Chicago, in 1907. He was trans- 

ferred to the sales department in 
| 1911, and in 1914 was sent to Canada 
| to take charge of the newly formed 
| subsidiary. Under Mr. Burton’s 


management, the Toronto plant, 
Canadian headquarters, has grown 
SELF-LOCKING from a few hundred square feet of 

. ; | space to a five-acre property, on 

ee Ee cr HOLLOW SET SCREWS | which the first manufacturing unit 


was erected in 1927, a second in 


with the Knurled Points 1928 and the third in 1937. Link- 


Th ; id The knurled point on the “Unbrako” takes a Limited also has sales offices 
So) such a hold—gets such a tenacious grip—that and warehouses in Montreal and 


market for these it just can’t and therefore won't shake loose | Vancouver, a foundry in Elmira, 
self-locking set (yet it can be removed for making adjust- | Ontario, and is building an office and 
screws, and that ments and the same screw used again and | warehouse in Swastika, Ontario. 


is why it will again). These screws have been thoroughly | The company is represented in Mani- 
tested and proven by actual 

pay you to carry usage in a wide variety of in- toba and Saskatchewan by Mum- 
and sell them. dustrial plants and can be de- | ford, Medland, Limited, of Winni- 
pended upon to perform their | peg. 

assigned jobs. | Mr. Farley joined the company in 


1923 and has been head of Link- 


STANDARD PRESSED STEEL Co. Belt’s Montreal office for fourteen 


enenauns JENKINTOWN, PENNA. BRANCHES years. Mr. Murphy has been with 
CHICAGO Link-Belt for 23 years. The ac- 


Box 519 sT. Louis . 
- ane tomes counting department and Toronto 
office staff are under his supervision. 











Fig. 1641 
Pat. App. for 
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THE SECOND LINE 


To profit, there are just two things you can do. 
The first is to convince industry's buyers of 
your integrity and readiness to serve. The sec- 
ond is to convince them of the worth of the 
supplies you sell. 


The first job you must do yourself. On the 
second, American Machinist can help. It can 
build knowledge and acceptance for your lines 
among executives in the metal-working indus- 
try—your largest market. 


American Machinist, with the largest paid cir- 
culation of any metal-working publication, is 
read by key production men from coast to 
coast. 


These key men of the second line, often un- 
reachable by your salesmen, can make or break 
a sale for you. They can be and are reached by 
American Machinist. If the manufacturers you 
represent advertise in American Machinist, they 
are giving you the best possible sales support. 
If not, why don’t you suggest that they add 
this vital sales tool? 


AMERICAN MACHINIST ¢ A McGraw-Hill Publication ¢ 330 W. 42nd St., New York 
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cag PARKER'S 
PRODUCTION 
VISE 


30 DAYS AGO WE ANNOUNCED 
THIS NEW VISE AND THE BOYS 
HAVE GONE TO TOWN WITH IT 


Superintendents, Production Engi- 
neers and Purchasing Agents 
have quickly seen the time saving 
element in assembly work. pro- 
duction filing, burring or any 
repetitive operation and already 
repeat orders have been placed. 


Demonstrations will result in orders. Get Yours— 


PARKER VISES 


Backed by 107 Years of Vise Making Experience 


THE CHARLES PARKER CO., Meriden, Conn. 














THE MARK OF QUALITY 


Swiss Pattern 
Files 


When -You Handle American Swiss Files of 
Precision You. Can Be* Sure of These Facts 


1—You are’handling the highest grade of 
Swiss pattern files obtainable. 


2—That the sales policy behind them is 
"Sold 100% through distributors.” 


AMERICAN 
SWISS 


SWISS PATTERN FILES 


American Swiss File & Tool Co., 
Also Manufacturers of 


ELIZABETH, N. J. 
Mechanics Hand Tools and Knurls 
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Blackhawk Selects Hess 
For Industrial Supply Staff 


E. M. Hess has joined the Black- 
hawk Mfg. Co., Milwaukee, as in- 
dustrial supply representative, and 
is now traveling in the interest of 


E. M. HESS” 


Blackhawk wrenches, hydraulic jacks 
and “Porto-Power” equipment. 
According to the company an- 
nouncement, Mr. Hess is working 
exclusively with industrial supply 
distributors and their salesmen, stag- 
ing sales meetings and calling on the 
trade in Michigan, Indiana and the 
bulk of Illinois, Ohio and Kentucky. 


Laurence Belting Co. 
Seeks Additional Lines 


Laurence Belting Co., 111 Cham- 
bers St., New York City, manufac- 
turer and distributor of leather belt- 
ing and other type belts is seeking 
new lines in associated products for 
distribution in the East. 

Manufacturers desirous of repre- 
sentation in this area should com- 
municate with the company at the 
above address. 





G. T. Bailey Resigns 
From Oliver Iron & Steel 


George T. Bailey, who recently 
resigned from Oliver Iron & Steel 
Corp., Pittsburgh, Pa., is now inter- 
ested in securing hardware and in- 
dustrial supply accounts in the New 
York City area. Mr. Bailey is well 
known in this section having been 
associated with the New York City 
office of Oliver Iron & Steel Corp., 
for the past five years. He was for 
many years assistant sales manager 
of the organization. 

Mr. Bailey may be contacted at 
65 Park Ave., New York City or 
through MiILt SupPPLiEs. 
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paper you sell reduces your profits. Every 


minute spent untying, unw 





out sheets, retying and rewrapping—-steals 


away the margin of profit by which you stay 


That’s why the convenient MASTERPAK, 
AP’S exclusive sandpaper package, saves you 
You sell by the unit. 
order, merely reach a Masterpak down from 
the shelf, slap your sticker over ours, and 
Handling costs are cut to 
the bone. Valuable time is saved. More of 
your markup remains as net-profit. And your 
customer receives h's order “factory-fresh.” 

That’s just one of the exclusive advantages 
of the attractive AP Franchise. Full informa- 
tion is yours on request—address Abrasive 
Products, Inc., South Braintree, Mass. 


ASIVE 


wr 


| Alvin M. Smith Addresses 
| Texas Cotton Ginners' Assoc. 








In an address before the Texas 
Cotton Ginners’ Association at its 
30th annual convention in Dallas, 


Texas on April 13, Alvin M. Smith, 
secretary-treasurer of the Southern 
Supply and Machinery Distributors’ 
Association discussed, “The Rela- 
tionship of the Gin Owner and His 
Industrial Supplier.” Mr. Smith was 
introduced by Jack B. Dale, presi- 
dent of the Southern Association and 
head of the Briggs-Weaver Ma- 
chinery Co., located in Dallas. 

Mr. Smith was one of the two 
principal speakers at this morning 
session of the Ginners’ association 
three-day meeting. The other 
speaker was Oscar Johnston, presi- 
dent of the National Cotton Council. 


Elizabeth City | W & S Co. 
Splits for Better Service 


Elizabeth City Iron Works & 
Supply Co., Elizabeth City, North 
Carolina, announced 
March 1 their business would be 
split into three separate and dis- 
tinct organizations. This move was 
made in the interest of better ser- 
vice and greater efficiency. Each 


that as of | 


division will be managed by one | 


of the younger members of the firm 


and operated under the supervision | 


of the parent company. 
The new departments will be 
known as: Iron 


Works—Clarence | 


E. Sanders will be manager of this | 


unit operating the foundry and ma- 
chine shop at the east end of Pearl 
St. Mill & Marine Supply— H. Wil- 
son Sanders will be manager of this 
unit located at 321 North Water St. 
Elizabeth City Shipyard—Ernest J. 
Sanders will be manager of this 
unit which will be located at 822 
Riverside Ave. 


New A-C Office at Shreveport 


The address of the Shreveport, 
Louisiana office of Allis-Chalmers 
Mfg. Co. has been changed from 712 
Ardis Bldg. to 611 City Bank Bldg. 








M. L. Wright, Walker-Turner, tells an 
interested visitor just "how" and "why" 
at Queen City's Richmond, Indiana, 
branch open house and industrial exhi- 
bition 
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HIP-POCKET 


WITH KEY-TITE, THE 
ORIGINAL ORDER STARTER 


Use the Key-Tite ap- 
proach as a BRIDGE 
to immediate sales on 
your next customer. 
If he's like hundreds 
of others the mere 
mention of Key-Tite 
will be his CUE to 
t start SHOOTING you 


an order. 


Why? Because Key- 
Tite, the perfect waterproof pipe joint 
compound, is one product that almost 
everyone wants, needs and uses. 


aa 


KEy-TITE 
. oe 





But, that's only part of the story. When 
your customer says "Yes" to Key-Tite, 
you've got him in a buying mood and 
it's going to be that much easier to sell 
him your other lines. If your sales aren't 
what they should be, try this Key-Tite 
approach on your next customer. 


HERE’S WHY HE’LL BUY 


1. Key-Tite is nationally adver- 
tised. He knows it. 

2. It's absolutely leak-proof 
against water, gas, com- 
pressed air, low-pressure 
steam, etc. 

3. Key-Tite is economical to use 
. + + goes two to three times 
as far as ordinary pipe 
dopes. 

4. It will not settle in the can, 
does not freeze the joint, will 
not affect the color or taste 
of potable liquids. 











REMEMBER THIS .. . besides being 
a perfect order starter . . . Key-Tite 
pays a mighty sweet little profit itself. 
Try the Key-Tite approach today! 















(COMPANY) 


2621-A McCasland Ave. East St. Louis, Ill. 
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BE READY TO 
SUPPLY INDUSTRY 
WITH. INDUSTRIAL 
ADHESIVE TAPES 


It means constant, all-year ‘round repeat 
profits when you carry a complete stock 
of Industrial Tape Corporation stand- 
ard line of industrial adhesive tapes. 


Be ready to meet the growing demand. 
Write for interesting sales plan. 
Our Laboratory is at your ser- 


vice to discuss any special 
tape problem. No obligation. 


INDUSTRIAL TAPE CORPORATION 


NEW BRUNSWICK, N. J 
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Do You Know? 
(Continued from page 33) 








1. The twist drill, because it has 
the highest percentage of cutting area 
to cross-section. 

2. By milling (or forging and 
milling) two or more equal and dia- 


metrically opposite spiral grooves in 
a steel bar. 


3. The flutes. 
_4, They are shaped to form cut- 
ting edges on a cone-shaped point, 
they provide channels for the removal 
of chips and introduction of coolant, 


and they will also curl the chips 
tightly. 


5. It helps to absorb cutting shock 
—which is considerable on a heavily 


loaded drill. 


6. The point or tip, the body, and 
the shank. 


7. The tang. 
8. The land. 
9. The web. 
10. The lips. 
11. Chisel edge or dead center. 
12. 135-deg. 


13. 118 deg. included angle, mean- 
ing that each edge is at 59 deg. with 
the axis of the drill. 


14. Heel. 

15. 7 to 12 deg. usually. 

16. Margin. 

17. Back taper. 

18. To prevent binding in holes. 


19. Usually 0.0005 to 0.00075 per 
inch of drill length. 


20. From the outer end of the lip 
to the end of the shank—it does not 
include tip length. 








Sam Quarters The Circle 
(Answer to the problem on page 33) 








Sam simply drew a diameter, di- 
vided it into four parts, then struck 
arcs as shown. That’s all there is 
to doing it, but how about proving 
that this is the correct solution? 
That’s another problem! Here’s how 
it’s done: In the first place, by con- 
struction you can see that the two 
outer “teardrops” are alike in size, 
shape and area, as are the two inner 
curved sections. So the problem is 
to prove that one of the center ones 
is equal in area to one of the dif- 
ferently shaped outside ones. As the 





Pipe line failures on high pres- 
sure, high temperature systems, in 
addition to the danger involved 
are a source of excessive main- 
tenance expense. 


You can actually save money for 
your customers by recommending 
W-S Forged Steel Fittings. High 
tensile strength, resistance to 
high temperatures, pressures and 
corrosion are combined with a 
definite assurance of long service 
life. 


Available in both Screwed and 
Socket Welding styles in a com- 
plete range of types and sizes. 


There is a BIG MARKET in your 
territory. We'll help you sell it. 
Ask for complete details. 


The Watson-Stillman Co. 
Roselle, N. J. 





area of a circle is equal to mr’, r be- 
ing the radius, the area of the upper 
part of the teardrop at left is that of 
a half-circle with a radius of 4 ft., 


Tv. o ° 
or  y The area of the lower portion 


is the difference between the areas 
of half the complete circle and of a 
half-circle with a diameter of 3 ft. or 


Then the area of 


the whole teardrop is < + 


By the same process, the area of the 
upper part of the adjacent segment 
30 
3° 


3 - P 
is i ee lhe area of the 
8 


= 
2 


lower part is =—2=2% Then, 
ir 
."* 
just as did the area of the first seg- 
ment. 

The problem can also be solved by 
showing that the area of any one 
segment is equal to a fourth of the 
area of the whole circle, because two 
segments are of the same area by 
construction, and if one equals a 
fourth of the total area, the two like 
segments must total a half the total 
area, leaving only a half to be di- 
vided evenly between the remaining 
two segments. The area of the 


adding these up, or 


whole circle is equal to xr’ or 4n, | 


and we have already shown that the 
area of any segment is equal to z, 
so it is proved this way as well. 
Equal lengths of the three lines 
can be proved just as rapidly. . As 


the perimeter of a circle is equal to | 


md, where d is the diameter, the 
lengths of the circle sections used to 
make up each line are readily deter- 
minable. Thus, the half-circle out- 
lining the top of the teardrop is ¥ 


in length, and the other half-circles 
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NEW CATALOG 


Mr. Hamilton Has 
Asked Me to Save 
This Copy for You 


“The boss and I are trying to get our new 
precision grinder catalog into the hands of 
every distributor who really has use for 
the world of information it contains. If 
you are interested in what the boss calls 
new time and labor-saving set-ups, new 
technical information, new comparative 
specification tables and other pertinent in- 
formation on precision grinding and Dumore 
Grinders—-write me today. Distributors 
who have had a preview say it's the most 
attractive yet most practical catalog in 
Dumore history. I'm putting one aside for 
you. Use coupon below.” 


PRECISION GRINDERS 
Mail This Coupon Today! 


SESSSESEEEEEEEEESEEEEEE SESE ESE eeeeeeEe, 
7 

= MISS JANE DUMORE 

THE DUMORE CO., Dept. 169-E 

Racine, Wis. 

It sounds like you folks ‘‘have something,”’ in 

that new precision grinder catalog of yours. Send 

my copy by return mail, 


Firm Name 


Individual 


Address 
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WANT THIS TOOL 


It's easy to understand why 
machinists want the new 
Lufkin Universal Indicator 
when you know that readings 
can be taken direct from the 
tool, adapting it for jig boring, 
milling machine, and work in 
small places. There’s no need 
to use a mirror or get into 
awkward positions to read it. 
Simple construction enables 
one to set tool easily, gives 
it accuracy and longer life. 


Show this Indicator to your 
customers and see for your- 
self what a favorable recep- 
tion they give it. 


BUY THROUGH YOUR DISTRIBUTOR 


Udall h 


SAGINAW. MICHIGAN . New Y 


TAPES . RULES io] ?1 2 @tb-11@), mm k@ lO) &) 


are x and °* long. Adding the first 
and third half-circles (which to- 
gether make up the first line) gives 


rg 3x 


; 37 or. Adding two second 
half-circles (which makes up the sec- 
ond lines) gives 7 + x = 2z, equal 
to the length of the first line. The 


third line is equal to the first by con- | 


struction. 








Warehouse De Luxe 
(Continued from page 35) 








tem. This is so designed that the 
| five-ton hoist from each bay can 
| be shunted into either of the other 
| bays and used there singly or in 
series. 

Asphalt flooring was chosen be- 

| Cause it gives off no dust to accu- 

mulate on oiled steel. It is also 
less slippery underfoot than some 
other materials, and, therefore, 
safer to work on. If a break is 
made in‘the floor, it may be re- 
paired easily. 

Another feature of this modern 
warehouse is the large amount of 
window space. There is actually 
more window space per square 
foot of floor area than is required 
in the city’s building code for 
public schools. The building has 
two great solid doors, one on each 
side, at the front end. Trucks 
drive in through one door and 
exit through the other, without 
turning. 


Across the front end of the | 
structure, a long, narrow office | 
space has been laid out, attractively | 


This contains of- 

fices for the warehouse manager 
and his staff. One 
equipped with spacious, 
| cabinets for keeping certain small 
| parts stock. There are also locker 
| and shower rooms with hot and 
| cold water. These are primarily 
| for the use of company employees, 
| but the privilege of using them is 
also extended to truck drivers 
from other companies. 

The front entrance is especially 
attractive, the arched doorway 
being of carved stone, surrounded 
by a large panel section of glass 
tile. The architectural treatment 
is highly modernistic, and is dis- 
tinctly a credit to this new indus- 
trial section of Portland. 


| finished inside. 
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room is | 
locked 








SALES 
TALK! 


These Two Satisfied 
“LOWELL” Users Put It 
In Your Mouth 


ae 


x 


4 & ' 
; ? | > 
% FEMA Tra oie \ ee 
»! . 


“WE'RE THE BIRDS 
WHAT KNOWS A 
WRENCH” 


Believe us—there’s plenty 0’ 
speedin’ up on our joints with 
this new LOWELL socket wrench. 
You c’n take it from us these 
LOWELLS are strong, too, and 
they wear—that’s why the boss 
got ‘em. You can always tell ’em 


easy by the red socket and black 
handle. 


REMEMBER 


There is nothing just like Lowell 
Wrenches. 


LOWELL 


LOWELL WRENCH CO. 
Worcester Mass. 




















All On One Fioor 
(Continued from page 32) 








with large plate glass windows. 

The building is 70x160 feet in 
area. The office and the display 
and counter room are each 35x35, 
while the stockroom is 70x125. 
Everything is on one, high-ceil- 
inged floor, and not only is ample 
room provided for stocking pur- 
poses without the slightest crowd- 
ing, but trucks can be driven inside 
the building and turned around on 
the warehouse floor. There is am- 
ple parking space alongside the 
building for customers’ cars. 

All steel and pipe stocks are 
siored within the steam heated 
building, which eliminates the ac- 
cumulation of rust. A mezzanine 
has been erected above the sections 
containing pipe and steel (except 
the long lengths of bar steel) and 
on it are stored roofing materials, 
wiping rags, towels, paper goods, 
and so forth. An additional mez- 
zanine can be erected in another 
section of the warehouse if neces- 
sity demands and there is other- 
wise plenty of room within the 
building for storing additional 
stocks. 

During the open house, 20 man- 
ufacturers represented by Queen 
City displayed their products to 
the large crowds of visitors. Two 
moving pictures were shown— 
“Baseball—the National Pastime,” 
which is the movie brought out by 
the National League in honor of 
the centennial year of baseball, se- 
cured through the courtesy of the 
Cincinnati National League Club; 
and “Bridging a Century,” an in- 
teresting picture concerned with 
the erection of the Golden Gate 
bridge in San Francisco, produced 
by John A. Roebling’s Sons Co., 
manufacturer of wire rope. Re- 
freshments were served to visitors 
and door prizes and souvenirs were 
given out each day. 

The Richmond branch of the 
Queen City Supply Co. was estab- 
lished April 1, 1928. Edgar C. 
Hirschfield has been manager since 
1931. The new structure was 
erected by John W. Mueller and 
Co., Richmond, who specialize in 
the construction of industrial build- 
ings. 








“GLAD TO SEE YOU," 


says the Production Manager! 


He has troubles enough—without your piling unreli- 
able hoists on top of everything else! So he'll appre- 
ciate it, next time you call, if the hoist you sold him is 
a trusty R & M, built for years of service. 

Big hoists or little ones, R & M makes the right 
hoist for the job . . . and for a re-order for you! 











Sold Through 
Mill Supply Houses 
Everywhere 


. ROBBINS & MYERS, INC. 


HOIST AND CRANE DIVISION @ SPRINGFIELD, OHIO 


YOU'LL SAVE 


TI 


AND TROUBLE 


YOUR CUSTOMERS WILL 

BE MORE SATISFIED WHEN | (its fae 
you stil Mational y 
TWIST DRILLS, HOBS, REAM- 

ERS AND MILLING CUTTERS! 


You get the inquiry—we'll help you close it. 


| 


Va 


/ 








~ NATIONAL TWIST DRILL ano TOOL CO. 
DETROIT U. S. A. 


Tap ond Die Division, WINTER BROS. CO., Wrentham, Mass. 
Factory Branches: *« NewYork * Chicago -°¢ Philadelphia e Cleveland 
Distributors in Principal Cities 
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A “Pius” VauueE that will 
help you INCREASE SALES 


When you sell VICTOR Blades packed in the 
new metal boxes with hinged lids you can 
offer EXTRA value to customers without 
EXTRA cost. 

Here are a few of the many “plus” 
of packing VICTOR “Moly” 
Blades in metal boxes, 

Better Protection for Blades—no more 
lost or damaged blades due to broken-end 
cardboard containers. 

Convenient to Use—double hinge, double 
grip-lock lids give easy access to blades. 

Occupy Less Shelf Space—metal boxes 
require 20% less space on stock shelves or in 
drawers than cardboard containers. 

Instructions Always Handy—suggestions 
for proper use and correct selection of Victor 


VICTOR SAW 


values 
and Tungsten 


Blades plainly printed on inside and bottom 
of boxes. 

Lithographed in attractive colors, these 
modern copyrighted metal boxes make an im- 
pressive display. When empty are useful to 
customers for odds and ends. 

Customers everywhere recognize the many ad- 
vantages of packing VICTOR Blades in metal 
boxes and welcome this added value to the 
famous VICTOR “Moly” and Tungsten Blades. 


PACKED IN MODERN METAL BOXES 


— 
MOLY 


WORKS, “INC. 


Middletown, N. Y. 


RUE quality is embodied in a 

product only through unin- 
terrupted maintenance of the 
highest manufacturing standards 
and practices over a long term of 
years. Continuously maintained 
quality requires experience, sta- 
bility and a progressiveness that 


makes the best use of up-to-date plant and equipment, seeks out and 
applies the newest methods and materials, keeps both operating staff and 
management ever in step with the trend of the times. 


Quality has always been the very basis of R B & W policy for nearly a 
century—a policy passed along from worker to worker throughout the 
entire organization and reflected in the unsurpassed, uniform accuracy 
of every EMPIRE Brand Bolt, Nut and Rivet. 


You can meet all customers’ demands by maintaining a stock of R B & W 
quality products: Bolts, Nuts, Rivets, Screws and Washers furnished from 
large warehouse facilities which insure prompt delivery. 


“BOLT AND NUT COM 
PORT CHESTER, N. Y. ROCK FALLS, ILL. 


SALES OFFICES: 


cHIcaco rail ees 


| DENVER + SAternancisco:- + LOS ANGELES - “SEATTLE - 
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File Hideouts Uncovered 
(Continued from page 34) 








other crafts use them for rough 
work, usually on softer materials 
like wood, lead, hard rubber, fiber, 
and so on.” 

Before our apprentice gets too 
garrulous, let’s start around the 
shop. There’s a die maker hard 
at it with a _ half-dozen rifflers, 
shaping a tricky forging die. He’s 
got .a rat-tail (round, pointed) 
file too, several mill files, and a 
slim taper file (triangular). No- 
tice how carefully he cleans the 
teeth every so often with a file 
brush. He knows that if he 
doesn’t do that, the filed chips 
may gouge the die surface. And 
he doesn’t bang the file against 
a vise to clear it of chips—files are 
hard, and may break or chip from 
such treatment. 


Files Everywhere 


Over there is a lathe operator, 
using a mill file to smooth up a 
turned section. He’s just put 
down a double-cut file that he did 
the rough cutting with. See how 
he holds the file at an angle to 
the axis of the machine? That 
keeps the teeth clear of chips and 
gives a smooth cut. That shaper 
operator has one too to take the 
burr off the edges of a shaped 
piece. And over there is a bench- 
hand pulling a file sidewise across 
a dieblock. He’s smoothing a 
surface by drawfiling, which takes 
mill saw files, which he has in 
bastard (coarse), second and 
smooth cuts. Next to him is an 
apprentice cutting a keyway in a 
thin-steel section, using a fine- 
tooth square file. And on the last 
vise is a diemaker making up a 
templet for his next die, filing it 
carefully to the profile of the piece 
to be made, using triangular, 
square, half-round and round files 
as he needs them. Notice how 
square he holds the file, moving it 
in a straight line—there’s no rock- 
ing that makes rounded corners. 
And in the tool room are several 
3-square files, sharp-edged, with 
teeth on three sides, and used for 
sharpening taps. 

Before we go out into the shop, 
let’s go upstairs into the pattern 





FOR THE MAN 
with the 


SCHRADER LINE 


The story of Schrader Products is a story 
the shop foreman and plant superintendent 
want to hear . . . facts about increased pro- 
duction, lower costs and greater safety of 
machine operation. The mill supply sales- 
man who carries this line finds that it gets 
him in places that were formerly closed to 
him and gives him new items to sell his 
regular accounts. Go to work on _ the 
Schrader Line and find out its profit possi- 
bilities for yourself. If you haven't already 
gotten your sales material, write for a set. 


THESE PRODUCTS INTEREST 
PRODUCTION MEN 
IN EVERY INDUSTRY 


AIR "KNOCK-OUT" SETS .. . Complete 
assemblies for discharging finished work. 
Adjustable to all machines. 

PRESS SAFETY CONTROL .... Protection 
against repeat action of press. Foolproof. 
Air operated. Eliminates need for clutch 
installation on repeat-type press. 

BLOW GUNS... Compact. Sturdy. Sur- 
prisingly few parts. Selective control of air 
flow. Lever and button type. 
QUICK-ACTING COUPLERS .... For in- 
terchanging air equipment at outlets. Like 
plugging into light socket. Air-tight when 
disconnected. 

AIR HOSE FITTINGS . . . Complete assort- 
ment of Couplings, Adapters, Ferrules and 
Crimping Tools. 

HYDRAULIC GAUGES .. . Ruggedly built 
for touch service. No delicate parts. Nine 
pressure ranges; from 5S to 5000 Ibs: 


Schrader 


266 ©5. PAT. OFF 


INDUSTRIAL PRODUCTS 


A. SCHRADER'S SON BROOKLYN, N. Y. 
Division of Scovill Manufacturing Company, Incoroorated 











shop. The pattern-maker is busy 
with a half-round rasp, shaping 
up a pattern that he will later 
finish smooth with a cabinet file 
(half-oval in cross-section). See 
the saw files up there on the top 
shelf of his locker. Some are 
straight or blunt, some tapered, 
some particularly thin, and here 
are one or two that are shaped 
like a thin diamond or lozenge. 
He uses them for his handsaws, 
as well as the circular and band 
saws. And what’s that peculiar 
file with the rounded ends and 
no handle? It’s a_planer-knife 
file, with each side half single 
and half double cut, used for 
sharpening carbon-steel planer 
knives. That triangular file with 
one side wider than the other two 
is a cant file, for filing teeth on 
cross-cut saws. It’s a single-cut, 
just like the triangular bandsaw 
files next to it. Notice that they 
have rounded and cut edges, and 
that there are both blunt and 
tapered types. And that triangular 
one that tapers right down to a 
point—that’s a regular taper file 
used for filing hand saws. Next is 
a special auger-bit file. 

Over there is the millwright’s 
department. That fellow getting 
ready to leave is the grease mon- 


For the tricky, close-quarters curves 
and unusual surfaces, the riffler is 
essential. They can be gotten in 
single-cut, double-cut, Swiss-pat- 
tern, and rasp cuts. 
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She TRUSTS her 
Life to 


LAUGHLIN 


Drop Forged Fittings 


on trapeze and the high wire re- 
quire nerve—and perfect wire rope fittings. That's 
why leading acrobats insist on LAUGHLIN Drop 
Forged Hardware. 


Less spectacular, er- 
haps, but equally vital to 
on « is the perfect per- 
formance of wire rope 
fittings for the multitude 
of uses in construction, 
mining and other indus- 
trial operations. LAUGH- 
LIN Drop Forged Clips, 
Shackles, Swivels, tye 
Bolts, Turnbuckles, Hooks, 
Links and other wire rope 
and chain fittings have 
been found so trustworthy 
that they are the choice 
of experienced contrac- 
tors, engineers, executives 
and purchasing agents 
everywhere. 


When you sell wire rope 
don't forget to add the 
fittings—LAUGHLIN Drop 
Forged fittings. There's 
no substitute for drop 
forgings and your custo- 
mers need this factor of 
safety. Help them protect 
the lives of their work- 
men and keep down com- 
pensation costs by sel'ing 
them LAUGHLIN Drop 
Forged Wire Rope Fit- 
tings. You can tell them 
by the Triang-L Trade 
Mark, and by their per- 
fect performance and 
long wear. 


MAKE YOUR OWN TESTS 


Send for sample of pat- 
ented LAUGHLIN "'Safety" 
Clip. Grips both sides of 
wire—no crimping. Holds 
loose end .of wire as 
tightly as live part. 95% 
rope -efficiency by UV. S. 
Government tests. 


LAUGHLIN FITTINGS 
ARE SOLD THROUGH 
INDUSTRIAL DISTRIBU- 
TORS. SEND FOR CATA- 
LOG AND DISCOUNTS. 


THE THOMAS LAUGHLIN COMPANY 


PORTLAND, MAINE 








SECURE THESE EXCLUSIVE 
FEATURES AND SALES HELPS 





DESMOND 


DRESSERS 
and CUTTERS 


Most industrial plants know and 
use Desmond Dressers and Cut- 
ters, the only complete line of 
wheel truing tools. 





SIMPLEX 


Steel Slide 
VISES 


The exclusive solid steel slide 
makes these vises stronger and 
more serviceable than iron slide 
vises. 





New sales helps are now available for Desmond Dresser and Simplex Vise 
distributors. Write now and let us help you increase your sales. 








THE DESMOND-STEPHAN MFG. CO. 


URBANA, OHIO 
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HOW LONG WiLL IT 

TAKE 10 GET WOLD OF 
THIS SHIM STOCK FOR 

2@ company, Nick ? ¥ 


Mevres the ANSWER 


@MODERN PACKAGED SHIM STOCK... 
Look into our compleie line meeting all 
requirements. Brass and steel. Eliminate 
delays for your customers. You will build 
valuable good-will . . . with little effort. 

Less handling . . . you reach for a package 
instead of the shears! You gain a bigger 
unit of sale ... you receive “fill-in” orders 
automatically. 

Write today for our catalog and dealer mer- 
chandising plan. Turn an “accommodation 

e” into a busi asset. 





LAMINATED SHIM CO., INC., 21-40 44th Ave. 
L. 1. City, New York, N. Y. 








ey: 
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key, or oiler, who also takes care 
of belts around the plant. He 
even has a file or two in his kit. 
There’s another double-ended file, 
one end rasp cut, the other file 
cut. It’s what is called a flat 
shoe rasp and file (because pri- 
marily used by shoemakers), and 
he uses it to shape up pieces of 
leather belt. That other one is 
a horse rasp (because developed 
for horse and mule shoers) which 
he uses once ina while to smooth 
up a fiber, wood or paper pulley. 
The millwright has a set of regu- 
lar bastard and mill files, as well 
as square, round and triangular, 
to handle the odd jobs that pop 
up. The pipe fitter has some too, 
for smoothing up pipe ends—see 
he’s using a rat-tail file right now 
to round off the inside of a section 
of pipe he’s just cut and reamed. 
And there's the electrician with a 
rasp or two for lead and copper 
conduit or busbars, and some 
coarse files and shear-tooth files 
for other shaping, as well as a 
couple of magneto files (short, 
smooth cut) for cleaning contact 
points on switches. 

Now down into the production 
departments. TThere’s the black- 
smith over there, using a rasp to 
clean the scale off a piece he’s 
going to draw a temper on. He’s 
got a mill file or two to test hard- 
ness afterward too, as well as a 
triangular. And over there is a 
laborer cleaning the fins off some 
new brass castings. He’s got 
several half-round tapered files, 
made especially for soft metals, 


The ticklish, close-quarter die jobs 
call for special files. Here a tri- 
angular Swiss-pattern file is in use 
on a die block 





and also a “flexible milled shear- 
tooth” file, used for special soft- 
metal filing. 

And there, at the end of the 
punch department, are several men 
removing fins where parts are to 
be assembled. Some are using 
bastard files for rough chamfering, 
some second or finish cut flat 
files for more-careful shaping, and 
one or two using square, round, 
and triangular files for shaping 
details. 

So into the production machine 
shop, which turns out to be noth- 
ing but a big tool room after all. 
The lathe hands and shaper hands 
have flat or half-round files, usu- 
ally second-cut or smooth, ready 
to clean up burrs or remove fins. 
Bench hands here and there are 
using flat bastard or smooth-cut 
files, half-rounds, rounds (usually 
the tapered or “rat-tail” variety), 
square and triangular files, de- 
pending upon the job and how 
difficult it is to work. If it’s a 
notch or a V-groove, the tri- 
angular file works best; if a key- 
way, slot, or other square or 


Smoothing up a_ slot “burned” 
through sheet metal is easy with a 
half-round bastard file 


rectangular aperture, it’s a square 
file; a round groove or a hole to 
be enlarged or touched up calls 
for a round file. And so it goes. 
Special materials and finicky jobs 
call for special files, perhaps 
special shapes, special tooth treat- 
ments or shapes (such as Swiss- 
pattern or fine-tooth types). It 
depends upon the job. The cata- 
log of the manufacturer you repre- 
sent can give you hints on the 
usual jobs; he has file specialists 
available to assist on the special 
ones. 





Chicago Rawhide Hammers have well balanced one-piece 

malleable iron heads and replaceable inserted faces 

securely seated and backed-up which cannot loosen even 

under the severest service. These tough durable rawhide 

faces have a resiliency that absorbs shock and prevents marring, battering and 
breaking . . . A non-bouncing resi y with a satisfying “carry through" that gets 
work done. Tool users prefer Chicago Rawhide Hammers because they cannot 
splinter or split, crumble or "smear". They are accurate, safe striking tools made 
in six sizes and weights. Also Mallets with all rawhide heads in twelve sizes and 
weights. 

There is a volume of business for the distributor who pushes Chicago Rawhide Hammers and 


Mallets for assembly and production operations, maintenance work, die work, etc. Remember 
each Chicago Rawhide Hammer or Mallet you sell makes another satisfied repeat customer. 


ICAGO RaWHUdE MFG.CO. 





A 1290 ELSTON AVE - CHICAGO -U-S-A- 











CLOVER 


Quality and Service Since 1907 


ABRASIVE-COATED 
PAPERS AND CLOTHS 


GRINDING AND LAPPING 
COMPOUNDS 


CLOVER MFG. CO., Norwa tk, Conn. 
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VINCENT 


HUNTINGTON 


Quality Paves the 
Way to Profits 


when you sell the 
NEW IMPROVED 


GRINDING WHEEL 
DRESSERS AND 
CUTTERS 


Quality is the key- 
note of all Vincent- 
Huntington Products. 
Expert heat treating 
by the exclusive 
“Vincent Process” as- 
sures proper and uni- 
form hardness for 
most efficient per- 
formance and cuts 
down on mainte- 
nance and repair 
costs. The new type 
bushings will not turn 
and wear out the 
holes in the handle. 


When you can show def- 
inite dollars and cents 
savings for your cus- 
tomers you build reli- 
able, profitable sales vol- 
ume for ourself. Be 
ready to supply Vincent- 
Huntington Grinding 
Wheel Dressers and Cut- 
ters and get your share 
of this wall paying busi- 
ness. 


Have you our catalog 
sheets? 


These bushings used in all 
Special and #1 and #2 
improved Huntington 
Dressers. 


aa 


These bushings used in 20 
Regular and Hooded im- 
proved Huntington Dressers. 


THE 
VINCENT STEEL 
PROCESS CO. 


2434 Bellevue Ave. 
DETROIT, MICH. 








Extra Day 
In Bermuda Sunshine 


(Continued from page 29) 














arch of Bermuda’ will nose out 


| into the Hudson, and, rails black- 


ened with cheering, hilarious con- 
ventionites will be off for a 
glorious seven-day cruise to Ber- 
muda. Business worries will go by 


| the board the first evening as old 
| friends and business associates of 
| yesteryear’s conventions get to- 
| gether for a good old toast. 


It is only a short month away 
from that walloping good get- 


| together time again. Remember 


4 FAST-SELLING 
SAFEGUARDS 


FOR 


TODAY’S WELDERS! 





those gala times of last year, the | 


| year before, yea, and even back to 
that now famous cruise on the | 


Noronic in 1927. This convention 
promises to bring out a bang-up 
distributor representation from all 
over the country. A number of 
reservations have already been re- 
ceived from the Pacific Coast. 
What's more, the manufacturers’ 
representatives will include more 


top-ranking executives than have | 
| attended the convention in years. 


The executive committee has 
outlined a comprehensive and di- 
versified program that will have 


| plenty of meat for everyone—an 


opportunity for every distributor 


to meet, chat, and get to know 


some of the star performers in his 


| own field—a real honest Injun 


chance to lay individual and col- 


| lective headaches before a group | 


for discussion. 
Nor has the entertainment com- 
mittee neglected to schedule a full 


| time program of entertainment and 
| amusement that will make every | 
day a jamfest of activity. With the 


extra day stopover in Bermuda, 
this cruise promises to be an excit- 


| ing and breath-taking adventure | 
that will long live in the memories | 


of the conventionites. 


The roster of the Monarch of | 
Bermuda shows a total of 583 res- | 


ervations to date. Reservations 
are coming in every day and those 
concerned with bookings are 
firmly convinced now that the boat 
will be full-up well before the sail- 
ing date. In fact, there are only 31 
rooms remaining unsold in the va- 
rious price classifications. 
Accomplishments during the 
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M.S.A. SPEEDFRAME 


Speeds production welding jobs by saving con- 
tinual hand-adjustment of welders’ goggles—a nod 
of the head positions goggles or throws them up 
out of way; goggles remain in either position 
without further adjustment. Lightweight frame is 
fully adjustable, standard welders’ goggles or 
coverglass goggles supplied. Bulletin No. CE-7. 


| _M.S.A. COMBINATION 
| SKULLGARD-WELDING SHIELD 


Skullgard’s famous head pro- 
tection, now joined with 
a one-piece, tilting welding 
shield! The shield has a leak- 
proof lens holder; the cap- 
type Skullgard may be re- 
moved and worn for other 
work when desired. Write 
for Bulletin CE-6. 


M.S.A. WELDING HELMETS 


The finest welding protec- 
tion available. Our com- 
plete line meets every weld- 
ing requirement, with each 
helmet designed for utmost 
comfort, safety, efficiency 
and service. Simple but 
positive lens-locking device ; 
choice of standard shades of 
welding plates. Write for 
Bulletin CE-8. 


_M.S.A. COATED COVER GLASS 


Prevents pitting, clarifies 
| vision, res sts heat, outlasts 
ordinary glass 10 to 50 
| times! Specially treated glass 
is processed on one side; 
positively prevents molten 
sparks from fusing to its 
surface; obviates blurred 
vision and resultant inferior 
work. A revolutionary im- 
provement—write for Bul- 
letin No. CE-5! 


MINE SAFETY APPLIANCES CO. 


Braddock, Thomas and Meade Streets Pittsburgh Pe 


District Representatives in Principal Cities 








cruise on the Noronic in 1927 
were outstanding and of very real 
benefit to the entire industry be- 
cause it gave every member an 
invaluable opportunity to discuss 
intimately their problems with the 
men who determine the policies 
followed by the manufacturers. 
Here are some of the enthusiastic 
comments received after that big 
time : 


ALVIN M. SMITH—I think the 
convention has resulted in a better 
understanding, both among dis- 
tributors and between distributors, 
on the one hand, and manufac- 
turers, on the other. 


GEORGE W. FERNLEY— 
Most constructive and most en- 
joyable convention that has been 
held since the organization of our 
association 22 years ago. 


WM. A. PURTELL—The get- 
ting together of committees from 
each association in creating the 
joint mill supply council, is one of 
the many constructive pieces of 
work accomplished. 


J. H. WILLIAMS—More has 
been accomplished making for a 
better feeling and a better spirit 
of co-operation for the manufac- 
turer. 


HARRY RUHF—Keen interest 
shown in the well attended meet- 
ings, and the entertainment was 
taken care of in a very fine maner. 


P. O. BOYLAN—The Noronic 
without doubt has proved the 
greatest melting pot for clear 
thinking in mill supplies that could 
have been devised. 


HORACE ARMSTRONG — I 
feel that the convention 
success in every way. 


R. S. GRANT—The most suc- 
cessful mill supply convention I 
have attended. There was every- 
where evinced a definite spirit of 
co-operation, which cannot help 
but improve conditions ia the mill 
supply field. 


Was a 


But to get back to the current 
1939 Convention Cruise, reserva- 
tions are going like hotcakes. Bet- 
ter make your arrangements now 
through Mr. H. H. Allen, Thos. 
Cook & Son, 587 Fifth Avenue, 
New York. 
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SAFETY 
ortable Lacer 


The Best 
Belt-Lacing 
System 
with the 
Largest 
Profit 


For You! Full 6” Capacity 


Stouter 
Stronger 


4 


Safetw Belt Hooks and Lacers 


RES U.S PAF OFF 


<, 


6 
P 


Give You More Profit! 
E Age 


Let us explain, 
quote you and 
outline our sales 
co-operation. 


See Those Jaws 

Not fiat, but RIBBED 
Each Rib Contacts 

A HOOK ONLY 


Hooks are easi.y 
sunk below the 
surface of belt 


These two features 
oppeal to 
mechanics. 

Sales are easy/ 





Safety Belt-Lacer Co., Toledo, Ohio 














The ESSEX line 
country over and 


tion makes your 


thirty years 
vices have been 


satisfactorily and 


have 
dependability o” 


ain Lever 
Water Guage 
We make 
Sight feed 
u 


bricators 
Plain lubricators 


Hand off pumps 





uns 
a cocks, etc. 


“pilot” Glass Body 
Sight 


pnt Feed Oil Cup DETROIT 





products is undispute 


ESSEX 


earned 
well 4 reliability under 


constant hard usa 
why good returns are the 
| 


is known the 


the quality of our 


d. This reputa- 
selling easy. For 
lubricating de- 
serving industry 
economically and 
their name fou 


ge. You can see 
natural 
result of selling 
line like ESSEX. 
Talk up ESSEX— 
Y our customers 
will find all 
claims true. We 
are glad to give 
you advice on 
special problems. 


ESSEX 
BRASS CORPORATION 


2000-2006 Franklin SIICHIGAN 


Air Pistol 
Blow Gun 


“Cc lone | 
Lubsleator 
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PRODUCT 


Micrometer 
Automatic Control 


Revolving Storage Bin 
Face Shield 


Centrifugal Motorpumps 
Unit Heater 


Tubed Lubricant 
Gas Purger 


Elevating Truck 
Hydraulic Jack 
Torque Wrench 
Tilting Arbor Saw 
Jack System 
Safety Transformer 
Tapping Machine 
Idler Pulley 
Explosives Carrier 


Starter-Breaker 


Portable Electric Drill 
Water Pumps 





PAGE NO. 





MAIN FEATURE 


Has wear resistant anvil and spindle 
tips 

Makes possible syncronization of differ- 
ent machines 

Unit contains 24 bins on revolving stand 


For welders, truck drivers, industrial 
workers. 


For supplying coolant to machine tools 


25 models deliver from 20,600 to 556,000 
b.t.u. 


Fits filler openings in small gear cases, 
etc. 


Completely automatic and wastes min- 
imum gas 


For handling sheet metal 

Has a rated capacity of 50 tons 

A reversible ratchet type wrench 

Two models rip to 21 and 37 in. wide 
Jack is mounted on rubber tired wheels 
Easily carried about in plant 
Automatic air valve controls pressure 
Inclosed in dust-proof protective cover 
Has a capacity of 12 dynamite sticks 


Manually operated and trip free from 
the handle 


Powered for continuous production work 


Pumps come in 250 and 375 gallon per 
hour sizes 





MANUFACTURER 


L. S. Starrett Co. 
Reeves Pulley Co. 


Noggle Products Co. 
Boyer-Campbell Co. 


Brown & Sharpe Mfg. Co. 
D. J. Murray Mfg. Co. 


Fiske Bros. Refining Co. 
Armstrong Machine Works 


Lyon Iron Works 
Rochester Machine Works 
J. H. Williams & Co. 
Boice-Crane Co. 

Yale & Towne Mfg. Co. 
Acme Electric Mfg. Co. 
R. G. Haskins Co. 

SKF Industries, Inc. 


Mine Safety Appliance Co. 
Allis-Chalmers Mfg. Co. 


Van Dorn Electric Tool Co. 
Crane Co. 





NEW PRODUCTS 
WITH SALES POSSIBILITIES 


Micrometer 


Cannot rust or stain 


Possessing features demanded by 
mechanics and plant maintenance 
men this instrument is protected 
against rust and stain. It also has 
wear resistant anvil and spindle tips 
for use where abrasive conditions 
exist. Illustrated is a black en- 


ameled frame micrometer caliper, 
now available with the sleeve and 


uniform peripheral winding speeds; 





thimble on which the graduations and 
the table of decimal equivalents ap- 
pear, made of stainless steel. This 
model is made in a complete range 
of sizes from 0-24 in. ‘and can be 
graduated to read in English or 
metric measure.—L. S. Starrett Co., 
Athol, Mass—Muitt Suppiies, May 
10, 1939 . 


Automatic Control 


For use with variable speed 
transmission 


Entirely automatic speed regula- 
tion is provided by this machine. It 
is developed for use with this manu- 
facturer’s variable speed transmis- 
sion. It makes possible synchroniza- 
tion of different machines and sepa- 
rate sections of a single machine; 
maintenance of constant tension and 
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and maintenance of uniform pressure, 
weight, liquid level, temperature and 
other variable elements. The control 
is simple and compact. Pressure of 


only two or three ounces will pro- 
duce change in speed; back lash and 
lost motion are eliminated. From 6 
to 20 seconds are required to shift 
transmission from maximum to mini- 
mum speed and vice versa. The 
control is mounted at one of trans- 
mission frame. A self-contained hy- 





draulic power plant is mounted on 
the right hand set of shifting levers 


of the transmission. This plant con- 

sists of a small electric motor oper- U T I Cc A T g L 

ating an old pump in a reservoir 

to supply hydraulic power. The con- 
trol lever can be located any place 
on a 360 deg. circle to give direct STA y 
connection to the operating mechan- 

ism.—Reeves Pulley Co., Columbus, 7 , ‘ 

Ind.—MI.u Suppvies, May 10, 1939. 


) hi 
Revolving Storage Bin vi ; i S oO LD 


For screws, bolts, fuses, etc. 





a ‘ a 4 It's not the first sale but the 
repeat business that bring 
profits and that is where 
UTICA TOOL MILEAGE 
comes in. 


Your customers’ demands 
for long hard economical 
service are covered when 
they buy UTICA TOOLS. 








Engineers, repair men, garagemen WTI CA >) te) Ma ce) ic) ata fe le) Ree) ite) 7 vile), 
and any shop workers would like to Thite-¥ N. Y. 


keep their odds and ends, such as 
screws, bolts, fuses, etc., in a neat, 














orderly manner. This is now pos- 
sible with this newly marketed stor- | Uu e Oda S a Or 
age bin. This revolving assembly of 


welded steel bins, all in one compact | 
unit is a time saver in the shop and | 
may easily be located where desired 
in the shop. To keep a simple check 
on the contents of the different bins, 
simply place a ticket on the front | 
of each compartment (or a specimen | 
wired to the front). It is available 
in a unit containing 24 bins each 
3 by 3 by 24 in., or 24 bins each 4 

by 4 by 3 in. In either model a 


SIMPLEX 


Journal Jacks! 


For lifting big loads as on bridges, oil 
derricks and power stripping shovels; 
for servicing journal boxes, dismantling 
double width bin can be substituted stacks and hundreds of other jobs — 

ae Win Set Con SF Sena where from 15 to 50 tons must be raised 
for any pair of single width bins. or lowered — your customers need Sim- 
Bins are 26 ga. steel, spot welded | plex Journal Jacks. 


and finished in green.—Noggle Prod- They’re stronger, safer, can be operated 
ucts Co., Ann Arbor, Mich.—M111. | in any position. Entirely enclosed, dust- 
Supp.ies, May 10, 1939. proof mechanism; operates in grease. 


Simplex Journal Jacks are one of 217 
types of Simplex Jacks vee in — 
‘ | industry —few products offer such a 
Face Shield broad, profitable market. 


Gives unobstructed vision Buyers everywhere are being made 
‘‘Simplex Jack conscious’’ — cash-in on 

Welders, truck drivers and those | Simplex advertising directed Apes ol 
industrial workers requiring safety | er eae tae soe er came 
from dust and dirt particles find their | catalog sheet and sales helps? Write! 
problems solved with this safety 


shield. Its light weight, snug fit, un- TEMPLETON, KENLY & CO., Chicago, Ill. 


obstructed vision instantly appeals to Better, Safer Jacks Since 1899 
those finding it necessary to wear 


such protective equipment. Win- | 


dows button on the headband and are } nA p [ e x 
easily removable. The aluminum | 


binding of plastacele window permit | GOLD MEDAL AWARD SAFETY JACK 
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McGraw-Hill’s new Editorial 


Program points the way to 
better understanding between 


your company and its workers, 
customers, and community 


7 VERY FUTURE of your business may depend on 
what “they” think of your firm—on what im- 
pression it is making on its workers, customers, and 
community. In order to help business leaders in the 
complex problems of dealing with their “publics” the 
McGraw-Hill Publications launched in October a con- 
centrated editorial program on Public Relations. 

Each McGraw-Hill publication will present from 
mow on @ complete program, based on the general 
McGraw-Hill public relations plan . . . but tailor-made 
to fit its own segment of industry. 

The McGraw-Hill publication edited for your needs 
will continue to report the news from the industrial 
froht on products, machinery, markets, and methods 

. - but in addition it will supply specific material on 
dealing with your workers, your customers, and your 
community—successfully. 


TEAR OUT—MAIL TODAY! 


McGRAW-HILL PUBLISHING COMPANY 
330 WEST 42np ST., NEW YORK CITY 


( ) Please send me a sample copy of 


without obligation to me. 
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Since the prem of this concerted Public Relations > eanrae in 

McGraw-Hill Publications, a most gratifying response has been re- 

corded. Thousands of reprints have been ordered, and commendatory 

letters have been received from hosts of readers. Here are a few 
significant excerpts from typical letters. 


“I am very glad to note 
that you are going to make 
a special effort to bring 
American business before 
the public in a little better 


ligh “tl 
. T. Dyett, President 
eo Cable Corp. 
Rome, N. Y. 


“I am certain the articles 
presenting the various prob- 
lems of the aviation indus- 
try will aid materially in 
ae public interest.” 
- Brattain, V. P. 
Eastern Air Lines, Inc. 
New York. N.Y. 


“We appreciate your treat- 
ment of this subject in 
your October 8th issue and 
are studying it with a 
om - cot introns. 6 


FA Poe neg} LE d 
Electric Power Co. 
Milwavkee, Wisc. 


“Local group already organ- 
ized to tell story of indus- 
try to citizens of Worcester 

. the chairman of this 
committee told me that he 
expects the McGraw-Hill 
public relations program 


McGRAW-HILL 


AMERICAN 
MACHINIST 


AVIATION 
BUS 
TRANSPORTATION 
BUSINESS 
WEEK 
CHEMICAL 


and 
METALLURGICAL 
ENGINEERING 


COAL AGE 


1939 


Comarnuarien 
METHOD 
an 
EQUIPMENT 


ELECTRICAL 
CONTRACTING 


ELECTRICAL 
MERCHANDISING 


ELECTRICAL 
west 


ELECTRICAL 
WORLD 


will be a great help to him 
in carrying on the local 
work.”’ 
A. Cc. Hi e 
orton Company 
Worcester, Mass. 


“Am sure anyone getting 
the American Machinist 
and reading this insert will 
ee —_ tly benefited ...am 

it sent to quite a 
— 4 of our executives.” 


incinnati, 


“You and your associates 
deserve the congratulations 
and the gratitude of the 
entire industry for having 
prepared what, in my opin- 
ion, is the most complete 
and comprehensive state- 
ment of a sound and con- 
structive public relations 


Program for our industry, 
that I have ever seen. You 


“I shall take it upon my- 
self to see that the officials 


In order that you, your firm, and your 
industry may also profit from this new 
program, we will send you a free sample 
copy of the McGraw-Hill publication spe- 
cifically edited for your needs. 


FACTORY 
MANAGEMENT 
a 
MAINTENANCE 


FooD 
INDUSTRIES 


PUBLICATIONS 


ELECTRONICS 
ENGINEERING 
and 
MINING 
JOURNAL 


ENGINEERING 
NEWS-RECORD 


MILL 
SUPPLIES 
POWER 
PRODUCT 
ENGINEERING 
RADIO 
RETAILING 
TEXTILE 
WORLD 
TRANSIT 
JOURNAL 


L] 
wesittana® 





individual fitting. Leather sweat- 
bands, backed by wool felt, make for 
day long comfort. Windows tilt up 
when not in use. Lenses come in 
clear, amber or green plastacele.— 
Boyer-Campbell Co., Detroit, Mich. 
—MIi Suppties, May 10, 1939. 


Centrifugal Motorpumps 
Compactness and wide flexibility 


Compactness and wide flexibility 
are outstanding characteristics in two 
new pumps designed for supplying 
coolant to machine tools and light 
machinery, and for use where dirt 
or abrasives may be present in the 


liquid or for light transfer work. 
One model, (top illustration) de- 
signed for operation with impeller 
below liquid level, can be mounted 
in practically any position, either 
horizontally or vertically (but the 
motor preferably should be above the 
pump). A mechanical seal which re- 
quires no adjustment and protects 
the shaft from wear, prevents leak- 
age of fluid. The pump discharges 
radially from center of rotor assem- 
bly, permitting uniform piping and 
direct flow of liquid. The discharge 
port can be positioned at any 90 deg. 


angle with respect to motor simply 
by shifting pump assembly on motor 
end bell. 

The second pump is similar to the 
first but has flange mounting integral 
with pump and does not require inlet 
piping. It is intended for mounting 
in vertical position but can be used 
in a horizontal position. Discharge 
port of this pump can be shifted, 











You're Selling 
Appearance Value 
Plus! 


Holo-Krome FIBRO FORGED 
Screws—the Completely Cold 
Forged Screws—made by an en- 
tirely New, Patented Method, not 
only give you many unusual Sell- 
ing Features, typically Holo-Krome, 
but now, in keeping with the Holo- 
Krome alert, progressive manufac- 
turing policy, a New Lustrous 
Black Finish that’s a “knockout” 
for Appearance. You're selling 
“Appearance Value Plus.” Use this 
New Finish as a leader to your 
Sales Story—it’s a producer. 
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There Isn't any Comparison 
when you display the New - 
Lustrous Black Finish! 


To 


DISTRIBUTOR 
SALESMEN 


Everyone wants Volume Sales. 
It means money! Holo-Krome 
Quality builds Volume Sales for 
you through consistently steady 
repeat orders and at a Profit. . . 
You can now offer your customer 
the Completely Cold Forged- 
Holo- Krome Screws with the 
recognized advantages of this 
new patented method, plus the 
New Black Finish now on FIBRO 
FORGED Screws. Product and 
Finish — timely — modern — in 
keeping with the trend of 
Product Designing. 





I stand for the best source 
for Gaskets, Supply Houses 
ever had — Goetze Gaskets. 


If you're not getting yours 
from Goetze and getting that 
good Goetze Service that goes 
with them, why don’t you? 


Yours, G. G. 


GOETZE GASKET & PACKING CO., INC. 
26 Allen Avenue, New Brunswick, N. Jd. 


® UBS for GASKETS 


“Americas Oldest and Largest Industrial Gasket Manufacturer” 














MANUFACTURERS MAKE YOUR SELLING 


Easier 


by telling the 
merits of their 
products to your 
best prospects in 


FACTORY. 


FACTORY has more plant 
operating official subscribers 
than any other business paper. 
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also, to any 45 deg. angle with the 
intake or suction. These models will 
find a particularly good market in 
plants having standard machine 
equipment and for installation in 
places where space is limited or 
power take-offs are not easily avail- 
able—Brown & Sharpe Mfg. Co., 
Providence, R. I—MtLt Suppties, 
May 10, 1939. 


Unit Heater 


Made in 25 models 








Developed to meet a demand for a 
low-priced quality heater this ma- 
chine has recently been placed on 
market. It has a streamlined casing, 
and is made in 25 models with B.t.u. 
from 20,600 to 556,000, and made 
to deliver 430 to 8600 C.F.M. The 
heating elements are sturdy copper 
tubes that are expanded into high- 
test alloy cast iron headers, so that 
no strains are set up as would occur 
if the tubes were welded or brazed 
to the heater. The condenser is at- 
tached to the casing by a special 
spring support device that is “full- 
floating’”’ to overcome contraction and 
expansion.—D. J. Murray Mfg. Co., 
Wausau, Wis—Mtirt  Svuppties, 
May 10, 1939. 


Tubed Lubricant 
Efficient and economical application 


Certain of this maker’s lubricants 
now come in handy collapsible tubes. 
The maker contends that the tube 
makes for efficient and economical 
application to a wide range of me- 
chanical equipment, especially of the 
smaller size. The tube is provided 
with an extended nozzle one in. long 
by 4 in. outside diameter, which is 
the conventional size to fit filler 
openings in small gear cases, ball 
and roller bearings, etc. The ca- 
pacity of this tube is approximately 
10 ounces. It protects the various 
parts from rust and corrosion. The 
manufacturer’s ball bearing lubricant 
is for all types and sizes of ball and 
roller bearings operating at speeds up 
to 3600 R.P.M. and temperatures to 








PEAK 
SEASON 


Coming Up! 


Get our distributor's proposition on 


REX-TUBE (RT-15) 


(Interlocked Type) 


FLEXIBLE METAL HOSE 


The standard metal hose for . . . 


HOT TAR 
and ASPHALT 


UNLOADING 


STEAMING OUT 
TANK CARS 


GENERAL 
INDUSTRIAL 
SERVICE 


MSO os 


REX-WELD (rw-81) 


(Corrugated Type) 


FLEXIBLE METAL HOSE 


{HLUALA IAN HHU( HHH 





For high pressure and high tempera- 
tures; absolutely leak-proof; both 
STEEL and Bronze; longer lengths; 
re-attachable couplings. 


WE FURNISH SALES ASSISTANCE 
in your territory. WRITE FOR indus- 
trial distributors proposition. 


CHICAGO METAL HOSE CORP. 


MAYWOOD, ILLINOIS 


























300 deg. F. 





It prevents rust, cor- 
rosion and excessive wear.—Fiske 
Bros. Refining Co., Newark, N. J.— 
Mit Supp.ies, May 10, 1939. 


Gas Purger 


| 
Can be used in two ways | 




































Typical fields of application of this | 
new refrigerant gas purger include 
artificial ice plants, dairy plants, 
packing plants, theaters, boats, cold 
storage warehouses and certain proc- 
ess plants. This new purger can | 
be used in two ways. It may be | 
applied as a combination high side 
float and purger. The _ inverted 
bucket valve mechanism takes liquid 
refrigerant from high side condenser 
and discharges it into the evapo- 
rator. Simultaneously, any air pres- 
ent in the high side is carried along 
to the purger where it collects in the | 
jacketed dome above the inverted 





bucket. A simple float needle valve 
vents this air automatically. When 
used for straight purging service 


the unit is connected so as to draw 
gas from the top of the high side 
receiver along with a very small 
quantity of liquid from the bottom | 
of the receiver. Air mixed with the 
gas is separated and discharged auto- | 
matically. When used as a com- | 
bination unit it eliminates the need 
for a receiver under the condenser 
and in many instances will permit 
operating a refrigerant system with 
a smaller quantity of refrigerant.— 
Armstrong Machine Works, 811 
Maple St., Three Rivers, Mich— 
Miiu Suppties, May 10, 1939. 





Elevating Truck 


For feeding various types of 
machines 


Developed for handling sheet metal 
for feeding various types of ma- 





chines, such as_ shears, presses, 
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SETTE FAUCET 
Counter Merchandiser 
boosts barrel faucet sales 


HEREVER supply houses have put in 

this counter merchandiser for Sette 
faucets they have had surprising increases 
in faucet sales. 


Here is a faucet merchandiser that: 


1 Gets Attention. The unusual drum- 
* type design of this display makes it 
not only a natural attention-getter, but 
also causes customers to examine the 
faucet closely, to try its action, and to 
note its sound construction. 


2 Helps Sell. The display helps to point 
* out quickly the advantages of the Sette 
Faucet. The metal-to-metal seat, with 
no washers to wear out, the faucet's 
wide adaptability to different liquids, 
and its self-closing, lock-lever control 

are all brought out. 


Special trial offer to help you increase 
your sales of Sette faucets. Merchandiser 
included free in a special package 
No. 296-G with 6 Sette Faucets, 
Dealers Price $4.00 subject to Jobber 
Discount. 


Send in your order today. 


THE IMPERIAL BRASS MFG. CO. 
1511S. Racine Ave., Chicago, Ill. 


@ The only self clos 
ing lock-lever faucet 
with a metal-to-metal 
seat. Has no leather, 
rubber, fibre or com. 
position washers to 
cause leaks by get- 
ting worn or drying 
out. It is not affected by heat or cold and 
holds hot or cold liquids without leaking. It 
is automatically self closing and it cannot be 
left open by accident. The push lever control 
is designed so that operating the faucet will 
not tilt or tip the barrel. It can be locked in 
open or closed position. 

Used for oil, gasoline, kerosene, alcohol, 
light varnishes, clear lacquers, thinners, sol- 
vents of all kinds, anti-freeze solutions and 


other liquids. More than a million have been 
sold. 


YE 





/ubing , FittingA 
and Sewice Jools 


STOCKED BY JOBBERS EVERYWHERE 














Cut fast 


SUPPort; and esi 
Construction a 1 
Take-Up, 


(5) Autom Blade 


atic Stop (6) Feed 


@Pacity 6” 
@pacity g” 
Write for 
B 
on MARVEL sot” 
‘ Gnd Blades . 
Uy from 
local Distributes 





ARMSTRONG-BLUM MFG. CO 


“The Hack Sow People’ 
5753 Bloomingdale Ave., Chicago, U.S.A, 


Cut Straight 


9" features that ¢ 


H oe 
(3) Adjustable ai. 4 = Frame, 
NSion, 








MARVEL No, 2 
[pacity 8’xg” 


MARVEL No. 1 
Capacity, 4'x4" 








ed had OMA SU Tc 


“The Master Insulation 
for Heating Systems” 


CAREYCEL—the patented insulation for low 
pressure steam and hot-water heating systems 
(for temperatures up to 300°)—assures utmost 
Satisfaction for users—easier sales and good 


profits for distributors. 


CUTS HEAT LOSSES 30% 


SOVE-CAREYCEL CONSTAUCTIO 


#LOW-AIRCELL CONSTRUCTION 


Impartial tests at Mellon Institute definitely 
proved the rate of heat loss through Careycel 
to be 30% less than through an equal thickness 


of aircell insulation. 
only 1/10th that of aircell. 


ordinary aircell. 


Write today for details—address Dept. 55. 


THE PHILIP CAREY COMPANY 


Shrinkage is negligible— 
Eliminates heat- 
wasting cracks at joints and makes a better- 
looking job—increases efficiency of heating 
equipment—saves fuel—costs no more than 


Note the smaliness of air 
spaces in Careycel, as com- 
pared with ordinary air- 
cell covering. The Carey 
process of “‘cellizing” the 
asbestos sheets makes pos- 
sible the higher efficiency 
of Careycel, 


Weld ai-lal- Pee SE lalaialal- hie Od allo 


BRANCHES IN PRINCIPAL CITIES 
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punches, etc., and enables the oper- 
ator to have the sheets at a con- 
venient height for feeding into these 
machines. Other uses are for han- 
dling heavy rolls in and out of 
rolling machines and also for han- 
dling dies in and out of presses. 
These trucks have hydraulic elevat- 
ing tables. On the truck a winch is 
mounted on the front end of the 
table and elevates with it. This winch 
is used for pulling the rolls and dies 
on the table. The table on this truck 
is 24 in. wide by 48 in. long, has a 
lowered height of 20 in. and may be 
elevated hydraulically to a height of 
43 in. The elevation of the table is 
through means of lever arrange- 
ment and hydraulic rams. For fur- 
nishing power to the rams, a two- 
speed hand operated hydraulic pump 
is used. This two-speed pump auto- 
matically elevates the table when 
empty at twice the speed as when the 
table is carrying a load—Lyon Iron 
Works, Greene, N. Y.—Mu1tu Sup- 
pLies, May 10, 1939. 


Hydraulic Jack 


Operates in confined locations 


_ ssl 


Plant maintenance men find this 
powerful little tool a boon for use in 
locations too confined to admit a 
standard size jack. Having a rated 
capacity of 50 tons it is especially 
valuable for use in steel mills and 
factories when repairing cranes, loco- 
motives, etc., and in general for mov- 
ing heavy machinery and other ob- 
jects where a larger jack of the same 
capacity would be inaccessible. The 
jack is made of steel throughout and 
has an overall height of six in. and 
a lift of 23 in. Its weight is only 
46 lb. Minimum space required for 
lifting cylinder is five in. by six and 
one-half in. and maximum length two 
feet eight inches. To operate, sim- 
ply place lifting cylinder under ob- 
ject and screw in long barrel until 
plunger contacts the object. Then 
turn long screw to lift object. To 
remove the jack, release long screw 
first, then the barrel and lifting 
plunger will return to its original 
position.—Rochester Machine Co., 
Rochester, Pa-—Muu Supp.ies, May 
10, 1939. 


Torque Wrench 
Gives sight or sound reading 


A modern tool which indicates 
right-hand torque, this reversible 





ratchet type wrench combines me- 
chanical features which make it a 
most efficient and durable tool at a 
moderate price. It can be used in 
two ways—by sight reading and by 
sound reading—a sharp sound signal 
is given for any desired torque by 
setting simple sound device. A\l- 
though right-hand torque only is 
measured, the wrench action reverses 
for left-hand service. The reversible 
ratchet mechanism is a highly desir- 
able feature. The 36-tooth ratchet 
wheel makes possible the unusually 
short operating swing of only one- 
thirtieth of a full turn. The wrench 
action is instantly reversed by a flip 
of the shifter, which is flush with the 
head. The drop-forged handle is 
194 in. long for ample leverage. 
Every part is made of alloy and high 
tensile steel—J. H. Williams & Co., 
New York, N. Y.—Mu1.u Supp ties, 
May 10, 1939. 


Tilting Arbor Saw 


Has ripping fence control 


A quick-acting triple-purpose rip- 
ping fence control is featured in the 
new arbor saw now on the market. 
A single control handles fast feeds, 
micro-feeds for close setting, and 
securely locks the ripping fence. A 
second control locks the rear end 
of the ripping fence when necessary. 
The ripping fence is carried on accu- 
rately calibrated tubular bar on the 
front. One model rips to 21 in. 
wide, a second model to 37 in. Table 
size is 20 in. by 27 in. Bench and 
floor stand models with motors from 
$ to 14 hp. are available—Boice- 
Crane Co., Toledo, Ohio—MuItv 
Suppiies, May 10, 1939. 


Jack System 
Used with skid platforms 


Used in conjunction with the com- 
pany’s top skid platforms, this new 
“Rollaway” jack puts mechanical 
handling within the financial reach 
of even the smallest plant. The jack 
is streamlined and mounted on rub- 
ber-tired wheels revolving on Hyatt 
bearings set on a high carbon axle. 
In order to radically reduce the 
tendency of handle whip the jack 
features the narrowest wheel tread 


available. All main engaging mem- 
bers are of heat-treated alloy steel. 
The handle has an equalizing spring 
enclosed in the tube which keeps it 
upright when the platform is ele- 
vated, preventing the handle from 
falling to the ground and becoming a 
dangerous obstruction. Another fea- 
ture is the wide-open prong pocket 
set in front of the hole to guide the 
connecting skid platform. The depth 
of the pocket, plus the way the han- 
dle is set in the lifting mechanism, 
keeps the handle at the proper angle 
for easiest insertion when making 
the connection with the platform.— 
Yale & Town Mfg. Co., Philadel- 
phia.—Mu.u Suppties, May 10, 1939. 


Safety Transformer 


Lessens possibility of accidental ex- 
plosions 


Proper precautions taken to insure 
the safety of workers are sure to reap 
dividends in reduced accidents that 
kill and injure workers. Today on 
the markets of the nation there are 
many safety devices which do much 
to lessen these perils. One of such 
devices is a transformer recently an- 
nounced. This compact instrument, 
the manufacturer claims, was ex- 
pressly developed to reduce hazards 
resulting from shock or explosion. 
This unit lessens the possibility of 
accidental explosions under condi- 
tions in which explosive gases or 
vapors exist, and also provides a 
lower voltage that prevents severe 
shocks due to defective wires or wir- 
ing. It is heavily insulated through- 
out and may easily be carried about 
the plant and plugged into any 
ordinary 110 volt ac. circuit. 
Mounted in one end of the unit are 
dual polarized secondary receptacles 
for two 32 volt a.c. extension lines— 
a plug-in for inspection lights.— 
Acme Electric & Mfg. Co., Cuba, 
N. Y.—Mitt Suppries, May 10, 
1939. 


Tapping Machine 
Air control increases accuracy 


Entirely air controlled for the pur- 
pose of securing the utmost in sensi- 
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Built to Cut Costs 
on Every Air Tool 


Operation! 














“GJ-DIXON" 


GROUND JOINT 


AIR HAMMER 
COUPLING 


Every operator of hand hammers, rock 
drills and similar air equipment will 
welcome the important savings the use 
of "G J-Dixon" Air Hammer Coup- 
lings insures. They are, without ques- 
tion, the most efficient, convenient 
and economical coupling for this ser- 
vice. The Ground-Joint union forms 
a perfect soft-to-hard metal seal that 
closes tight without excessive effort or 
hammering on nut, and stays tight re- 
gardless of wear. It also insures com- 
plete freedom from leaking or lost 
washers. 


"GS J-Dixon" Air Hammer Couplings 
are noted for their exceptional 
strength and durability. They readily 
withstand the effects of constant vibra- 
tion, and virtually elminate all danger 
of blow-offs and other common ser- 
vice failures. Cadmium plated—rust 
proof. Furnished with either male or 
female spud. 


Sold only through distributors 


For complete description of "G J-Dixon" Air 
Hammer Couplings and other Dixon products, 
see list 1035-X. 


DIXON 


VALVE & COUPLING CO. 


MAIN OFFICE AND FACTORY 
PHILADELPHIA 


Branches: Los Angeles, Birmingham, Houston 





























ARRO 


TRADE MARK 


EXPANSION BOLTS 


TOO + 


RESIST MOISTURE 


A protective shield heavily coated with 
Cadmium plating enables ARRO Expan- 
sion Bolts to resist not only moisture, but 
also alkalines, dust and acids... all of 
which are encountered in concrete and 
masonry. 

This plating is just one of the reasons 
why ARRO Expansion Bolts . . . with their 
precision threading and uniform thrust 
design ... are universally used. 

And the fact that ARRO Expansion 
Bolts and Allied Products are sold only 
through jobbers means that stocking 
this fast selling line gives you access to 
a protected market and steady profits. 
It will pay you to handle the complete 
ARRO line. Write today for catalog 
and jobbers’ confidential discount sheet. 


ARRO EXPANSION 
BOLT COMPANY 


Marion, Ohio 


* 
Sold only 


through Jobbers 











tivity and accuracy as well as speed 
of operation is the machine recently 
announced. The motor in this high- 
speed, precision tapper is stationary, 
driving the tap head through a V-belt 
and multi-speed pulleys. Compressed 
air controlled by an automatic air 
valve furnishes the pressure required 
for both the tapping and reversing 
strokes of the tap head. The auto- 
matic valve also controls the speed 
with which the tap is fed into and 
reversed out of the part. A foot pedal 
unit enables the operator to start or 
stop the tapping cycles, which are 
under control of the automatic valve. 
The machine operates in continuous 
cycles as long as the air valve is 
held open. Car also be used inter- 
mittently by operating the foot pedal 
and then releasing it to produce one 
complete cycle. The machine lends 
itself to feeding parts into a simple 
holding fixture or a magazine fix- 
ture. It is also adapted to hopper 
feed, dial feed, or other specially de- 
signed fixtures.—R. 
Chicago.—MiLt Suppties, May 10, 
1939. 


Idler Pulley 


For high speed belt drives 





G. Haskins Co., | 


It lasts longer—the tough treatment 
resists juices and acids of fruits and 
vegetables. 


It is easy to keep clean—May be 
washed with hot water or live steam. 


It saves money—Costs less than most 


competitive types and gives better 
service. 


Available in White or Brown. 


SEND FOR FULL DETAILS ON GLOBE 


Te. ally- Made - for-the- Purpose 


BELTING and WEBBING PRODUCTS 


GLOBE WOVEN BELTING 


Company, Inc. 


1400 Clinton St. Buffalo, N. Y. 





“ 


Widespread acceptance of an eco- 
nomical, free-running idler pulley in 
the textile industry prompted the 
manufacturer to develop this unit for 
machines in other industries having 
light and medium duty high speed 
belt drives. The ball and roller bear- 
ing idler pulley consists of a bal- 
anced standard or special pulley (1), 
which is provided with a dust-proof 
protective cover (2) to form an ef- 
fective seal. This seal eliminates 
all types of abrasive dust from the 
relatively heavy-duty roller bearing 
(3), and the stabilizing ball bearing 
(4). These special bearings run on 
a through-hardened, chrome steel 
shaft (5), which gives the unit a 
maximum capacity within its com- 
pact dimensions. The ball bearing 


(4) acts as an outboard bearing and | 
‘ ° e | 
insures surface-to-surface contact be- 


tween the rollers and the shaft at all 
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For repeat business 


the original rust solvent 


the penetrating 
lubricating oil 


Two products that do a better job because 
they employ the unique Tasgon principle 
of colloidal penetration. Tasgon quickly 
loosens rusty nuts, bolts and fittings. Lubri- 
Tasgon carries a rich lasting lubricant to 
every moving part. Profit making items for 
hundreds of mill supply houses from coast 
to coast. Write today for information about 
prices, discounts and display material. 


SAMUEL CABOT, Inc. 


1412 Oliver Building Boston, Mass. 





LINE 


Furnished for all 

types and makes 

of Car Movers. 

Made of fine 

tool steel cor- 

rectly heat 
\ treated. 


Car Movers for Every Need 


POWER KING .. 
for heavy duty in mines and cement mills 
NEW BADGER NO. 5... 
for usual and ordinary car moving jobs 
BADGER NO. 9... 
for cars with low brake beams—efficient for 
usual car spotting 
ADVANCE SAFETY CAR WRENCH 
for dumping hopper bottom cars 








The Advance Car Mover Co., Inc. 
Appleton Wisconsin 


CANADIAN ADVANCE CAR MOVER CO. 
WELLAND, ONTARIO, CANADA 





Give You Sales You Must Pass Up 
Without This Complete Line of 
Heat-Treated, Alloy Steel Screws 


Mines, textile plants, 
railroads—d ozens of 
new fields for heat- 
treated, alloy steel 
screws are open to you 
when you handle 
Mac-its! You can sell 
16 different kinds of 
standard items — hun- 
dreds of specials. More 
items mean more sales, 
bigger profits! 


DISTRIBUTORS ! 


Write for details to 


Strong, Carlisle & Hammond Co. 
1392 West Third St., Cleveland, 0. 














times. Grease cup (6) is provided. 
Large reservoir (7) holds enough 
grease to last two years. Unit may 
be mounted with ease (8), on almost 
every type of machine and may be 
mounted directly to the frame, or on 
several types of swing brackets. 
There are five standard sizes of 
crowned pulleys furnished with the 
unit—SKF Industries, Inc., Phila- 
delphia, Pa—Mui.t Suppiies, May 
10, 1939. 


Explosives Carrier 


Non-conductive and waterproof 








eee 


cindinttoatied 


Developed to meet the demand for 
a safer and more substantial powder 
container than that afforded by the 
conventional types now in use, (such 
as wooden powder boxes, fabric 
bags, etc.) this carrier case, molded 
of Bakelite, is non-conductive of 
electricity, moisture-proof and con- 
structed for long service. It is 
equipped with an adjustable web car- 
rying strap which is provided with 
eyelets through which locks may be 
inserted when such a precaution is 
required. The straps are arranged 
so as to prevent the top of the case 
from becoming lost and to hold the 
top securely in place when container 
is in a carrying position. The con- 
tainer is kidney shaped so that it will 
carry comfortably and has a capacity 
of 12 dynamite sticks each 14 in. 
by 8 in. in size. The design of the 
case lends itself for carrying deto- 
nators as well.—Mine Safety Appli- 
ance Co., Pittsburgh, Pa—MIur 
Supp.ies, May 10; 1939. 


Starter-Breaker 


Standard starter unit combined 
with air circuit breaker 


An improved design, combination 
air motor starter and circuit breaker 
has been released. It consists of a 
standard starter unit combined with 
an enclosed type air circuit breaker 
mounted in a substantial metal case. 
The starter unit is suitable for 74 
hp., 550 volt motors or smaller units. 
The circuit breaker has an interrupt- 
ing capacity of 5,000 r.m.s. amperes 
in the 220 volt starters and 10,000 
r.m.s. amperes in the 440 and 500 
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Wher 


7 
you | Uf y 
CLARK 


ROLTS 


You Not only get— 


@ QUALITY 
@ ACCURACY 
@ UNIFORMITY 


But also 85 years of bolt man- 
ufacturing experience — dur- 
ing which time all types of 
materials, equipment, etc. 
have been tried and dis- 
carded, in order to obtain the 
proper materials and methods 
of manufacturing a complete 
line of farm implement bolts 
that you can depend upon. 


There is a size and type for 
every use, 


Send for latest catalog. 


MILLDALE, CONN. 














GROUND SEATS 


Make Darts 
Sell Faster 


Only Darts have two bronze seats 


volt starters. It is manually oper- 
ated and trip free from the handle. 
| It provides short circuit protection, 
| while at the same time serving as a 


| 





motor circuit switch. Efficient time 
delay overload protection is pro- 
vided by temperature overload relays 
in the motor starter unit.—Allis- 
Chalmers Mfg. Co., Milwaukee, Wis. 
—Mivt Supp.ies, May 10, 1939. 


Portable Electric Drill 


For aircraft and light industrial 





ground to a true ball joint. And this | 


exclusive ground joint makes Darts | 


withstand repeated use and saves | 


money for your customers. In other 
words, every time a Dart is reinstalled, 
the price of a new union is saved. Sell 
Darts on this basis and you'll find 


them profitable items to handle. 


Write for jobber policy. 


Adding to its line of portable elec- 
| tric tools, the manufacturer an- 
nounces a 3/16 in. electric drill. This 
| tool is compact, extremely light in 
weight and has the power and the 
| endurance for continuous production 
work. Unique structural features 
| have enabled the packing of a maxi- 
mum of space, consequently this tool 
is one of the smallest and lightest 
weight production drills on the mar- 
ket. It is ideal for aircraft and light 
industrial work.—Van Dorn Electric 
Tool Co., Towson, Md.—Muu Svur- 
pLies, May 10, 1939. 


Water Pumps 
40-lb. pressure—22-ft. suction lift 


Sleek lines, the modern symbol of 
efficiency, ruggedness, utility, beauty 
and economy have been combined in 
a new line of shallow and deep well 
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MECHANIC'S 
STANDARD 
NO. 32A TORCH 
One Quart Capacity for Gasoline 
BUILT FOR HARD USE 


Gives definitely superior service on the job 
where performance counts. 


ADJUSTABLE FLAME CONTROL 


Produces a smooth intense flame of large 
volume which can be reduced to a small 
pointed flame. 


Bronze Burner — Blunt Control Needle 
Removable Jet and Cleaner Tip 
Steel Lined Veins to Retard Carbon 


BRASS TANK - - HIGHLY POLISHED 
Bottom filler. 


CLAYTON & LAMBERT MFG. CO. 


DETROIT, MICHIGAN 








SELL 
THE 
SAWS 
THAT 
GIVE 
VALUE! 


INCREASING 
ORDERS 


+ + » are coming in regu- 
larly to Ohlen-Bishop from 
Distributors—proving that 
the greater margin of profit 
we give you on quality saws 
is gaining rapid recognition. 
- . « They will come in to 
you, too, as more of your 
customers discover how 
much these saws cut down 
their operating costs. 


OHLEN-BISHOP CO. 
COLUMBUS, OHIO 


We Sell Through Wholesale 
Distributors ONLY 










































TRIPLEX draws its wire 


for better bolts and screws 


Wire drawn to exact tolerance at TRIPLEX 
—plus rigid inspection—assures absolute 
uniformity, accurate deep threads, clean- 
cut points, perfectly formed heads. No 
costly throw-outs. No assembly line de- 
lays. Make TRIPLEX your money-saving 
source for all bolt, screw and nut re- 
quirements. A wise move that keeps cus- 
tomers loyal. Complete ready-to-ship 
stock. Write for samples, prices—today. 


The TRIPLEX SCREW COMPANY 


5307 Grant Avenue Cleveland, Ohio 


ERIPLEX 


ND SET SCREWS, BOLTS AND NUTS 
Millions Sold—Used In Every Industry 


































































EVERY PLANT IS A 
PROSPECT FOR 

















BALL BEARING 
LOOSE PULLEYS 

























































*All plants are interested in saving 
on operation and maintenance. You 
can help to end their loose pulley 
troubles—DAGGETT PULLEYS are 
the answer. They save time, money, 
and replacement delays. Our profit 
margin makes the Daggett line a 
money maker. Get those orders! 
































CHICAGO PULLEY & 











SHAFTING CO. 


21 N. Des Plaines St CHICACO, ILE 































pumps. The shallow well pumps are 
offered both in 250 and 375 gallons 
per hour sizes and in both horizontal 
and vertical tank systems. They are 











designed for 40 Ib. maximum pres- 
sure with 22 foot suction lift; having 
a one inch suction and } in. dis- 
charge. The simplicity of the parts 
is in conformity of its lines. Three 
basic sections, the power frame, 
water end and base are designed 
for perfect accessibility. The deep 
well pump has a load _ balancing 
cylinder and silent herringbone gears 
which contribute to quiet, economical 
operation. It is available with dif- 
ferent sizes of load balancing cylin- 
ders, giving flexibility to meet any 
operating condition — efficiently.— 
Crane Co., Chicago, Ill._—Mu1.u Sup- 
PLIES, May 10, 1939. 





STEEL HORIZONS—Each is- 
sue of this new house organ brings 
to the reader late news, both pic- 
torially and editorially from steel 
fabricators about their new and im- 
proved products as well as out- 
standing fabrications made of Al- 
legheny Ludlum steels. The magazine 
published six times a year measures 
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EELGRI 


BELT LACING 


A stronger lacing for all types of 
Put on with a hammer— 
easily penetrates the toughest beit. 
Clinches smoothly into belt, com- 
prevents fraying, 
makes a permanent 
2- 7 hinged rocker pins provided. 8 

In boxes, handy packages, cartons 
Recommended for con- 
veyor belts and heavy drives—especially 
drives operating under outdoor conditions. 





se they are 
handled safely and quickly, 
Patented biue aligning card 
holds hooks even shortest ends in perfect 
alignment—every hook is used, no card 
waste. ba oe tl or A C. other standard 


ARMSTRONG. BRAY +g 
An inexpensive cutter in the price 
shop, that will easily, 
quickly, safely and efficiently out 
all types of leather, = and 
fabric belting up to 8” w 
Eliminates waste — } A. 
insures a square cut. 


























“‘humpless’’ joint. 

















Write today for Catalog and Circulars 





ween ¢ BRAY 


“The ut Lacing 


310 N. Loomis St. 
CHICAGO, U.S.A. 








QUALITY 


Soldering Fluxes 


Here’s 3 soldering fluxes that 
will give your customers just 
what they are looking for when 
it comes to soldering. That is 
a flux that will make their job 
easier and at the same time 
produce strong, neat, durable 
stand the 





einen 4 
Order from your job- 
ber or write direct. 
Acid or —— Core 
Paste 2, 4, 8 oz. and 
cans to 55 gal. drums. 


Ruby’s Stainless — 
Flux in pt., qts., gal. 


RUBY * 


Chemical Co. 
76 McDowell St. 
OHIO 








Rubyfluid does just 
that and a lot more 
—it will not corrode 
—give off dangerous 
fumes or odors and 
is economical to use. 
Sell these quality 
products and you sell 
the best. 












































EVERY firm with a 
SIDE TRACK is a 
Prospective Customer 


FOR THE 
FAMOUS 


“ATLAS” 


Order a supply Today and 
increase your profits by sell- 
ing this tool. 


Manufactured only by 
APPLETON-ATLAS CAR 
MOVER CORPORATION 

2947 North 30th St., Milwaukee, Wis. 


formerly at Appleton, Wis. 























COLLIS 





SLEEVES .. 

SOCKETS 

Standard Type 
and 


Use-Em-Up Type 


STANDARD TYPE 


«= —eoutrse (9) 


USE-EM-UP TYPE 


* 


MAGIC TYPE CHUCKS 
AND COLLETS 
DRILL CHUCK ARBORS 


We are prepared to handle all 
regular and special requirements 
of your customers. Prompt service. 

















* 





THE COLLIS COMPANY 
CLINTON, IOWA 








11 by 14 in., is full of striking color 
photographs and stimulating ideas 
for the development of new products 
and new thoughts in designing.— 
Allegheny Ludlum Steel Corp., 
Pittsburgh, Pa. 


HOSE FOR THE CONTRAC- 
TOR—Application pictures showing 
rubber products of this firm on con- 
struction jobs serve to point out the 
many sales possible at this time of 
the year. Water hose, air drill hose, 
steam hose, conveyor belt, suction 
hose and other industrial rubber 
products are all shown and described 


| in an interesting way in this new 


folder—Quaker City Rubber Co., 
Philadelphia. 


GREASE GUNS 
TINGS—Already punched for in- 
sertion in the salesman’s binder, 
this new 24-page catalog contains 
all necessary information on the 
various types of grease guns, fit- 
tings and accessories it manufac- 
tures. All equipment is pictured 
and described with necessary speci- 
fications included.—Lincoln Engi- 
neering Co., St. Louis, Mo. 


AND FIT- 


COATINGS—In this new cata- 


| log are described a variety of floor 


coatings, roof 
proof compounds, 
ings, paints and 
products. The qualities of each 
product, its application and usage 
are given.—Continental Asbestos 
Co., New York City. 


coatings, water- 
protective coat- 
other industrial 


TOOL STORAGE—A new cata- 
log completely illustrating and de- 
scribing the construction and use of 
steel tool storage equipment has just 
been published. It pictures a wide 
variety of storage equipment and 
describes the use of each for dif- 
ferent types and classes of small 
tools. Included also are methods 
of bar storage, shop equipment, en- 
closure panels, and tool and die stor- 
age—Lyon Metal Products, Inc., 
Aurora, Ill. 


TRACK BOLTS—Recently _ is- 
sued is a circular on track bolt 
which has a self-locking feature. 
Locking takes place when the nut 
is tightened against the work and 
continued wrenching forces. the 
tapered crest of the nut thread over 
the tapered and stepped root of the 
bolt thread into the locked position. 
When required the nut can be re- 
moved with a wrench.—Dardelet 
Threadlock Corp., 55 Liberty St., 
New York City. 


REGULATORS—tTypical _instal- 
lation photographs of self-operating 
controls in use in a variety of in- 
dustries serve to show the wide 
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BLOW MOR 


THE TORNADO LINE 


There are over 100,000 portable electric 
blowers in use today—great proof of use- 
fulness in industry and constant, steady 
demand on the jobber for this type of 
cleaning and maintenance tool. 


Breuer’s Ball Bearing Tornado 5 Model 
Line more completely meets the demand 
with greater power, better construction 
and appearance and higher efficiency. If 
you are not stocking or selling Tornado 
Blowers, write at once for details of our 


NEW SALES PLAN 


designed to help you sell more blowers 
at greater profit. rite at once for com- 
plete information, free catalog sheets and 
envelope stuffers. No obligation. 


BREUER ELECTRIC MFG. CO. 


5078 N. Ravenswood Ave., Chicago, Ill. 


Can. Distr. Ellis & Howard, Ltd., Kitchener, Ont. 
yas oe \ with BREUER'S BALL BEARING 


© “5 TORNADO 


PORTABLE ELECTRIC BLOWER 





MAN 


SELL 


ECONOMY 


AND YOU 
MAKE 


satisfied 
CUSTOMERS 


Economy is the line for repeat business. 
Your sales don’t stop with the first 
order because a satisfied customer comes 
back again and again. Help your cus- 
tomers to e by selling them 
Economy Products and ning make good 
friends and good profiis. 


Hollow Set Screws, pam Head Cap 
Screws, Headless Screws, and 
© Bolts are Tm. in neat 
packages or in bulk. Try us on your 
next order and use our special screw 
machine products service also. 


ECONOMY MACHINE PRODUCTS CO. 
5200 LAWRENCE AVE. 
CHICAGO, ILL. 








FLEXIBLE SHAFTS 
and MACHINES 


Ve to 3 H.P. Capacity 
Vertical and Horizontal 
Attachments 
Covering Hundreds of 
Various Operations 

TYPE ML6—% HP. 


OUR 
TOOL POST 
GRINDING 
MACHINES 
FOR USE 

ON EXTERNAL 

AND 
INTERNAL 
GRINDING 
ARE USED 
EXTENSIVELY 


rey 
Send for Catalog. 
N. A. STRAND & CO. 


5001-5009 No. Wolcott Ave. 
Chicago 

















SHERMAN 


FUSIBLE PLUGS 


THE COMPLETE LINE 
ALL STYLES—ALL SIZES 


LONG PATTERN 
( Waterside Type) 


LONG PATTERN 
( Fireside Type) 


SHORT PATTERN 
( Outside and 
Inside Type) 


Here’s a product that needs no introduc- 
tion to Mill Supply men—a Sherman 
Product. Sherman Fusible Plugs are cor- 
rectly made to all latest specifications 
ch as: A. S. M. MARINE SER 
—MASS. STANDARD—A. P. I. Larg 
stocks ready for your immediate needs. 


H. B. SHERMAN MFG. CO. 


Battle Creek, Michigan 














sales market for regulators. Tem- 
perature controls are briefly de- 
scribed together with photographs 
of various units—Powers Regula- 
tor Co., Chicago. 


PUMP—Bulletin No. 30 contains 
information on the new “Little 
Chief” pump. This is a new size 
pump being offered on the market 
to cover a pumping condition which 
is said to be unsolved until now 
by any type of pumping equipment 
for use in shallow and deep wells.— 
Pomona Pump Co., Pomona, Cal. 


PRIMER COATING—‘Selfvulc” 
is the name of a new, single coat 
liquid-rubber primer coating that 
dries cold to a solid surface within 
an hour and withstands temperatures 
to 212 deg. F. The new booklet 
on this product tells of its character- 
istics, method of application and 
where it may be used.—Self-Vul- 
canizing Rubber Co., Chicago. 


JACKS—Describing its many 
jacks for use in the oil and gas in- 
dustry with striking application 
shots of each this folder is most 
interesting to the reader. Speci- 
fications including capacities, lift 
inches and weight are given.—Tem- 
pleton, Kenly & Co., Chicago. 


DRIVES AND SHEAVES— 
Two new bulletins recently issued 
give good sound sales information 
on drives and sheaves. Bulletin 
1261-B illustrates and describes sta- 
tionary control type vari-pitch 
sheaves for occasional changes of 
speed and the motion control type 
for use where frequent speed changes 
are necessary. It includes dimen- 
sion sheets and a variety of instal- 
lation photographs. Bulletin 164 
has been especially prepared for the 
textile industry and calls attention 
to the firm’s line of V-belt drives, 
motors, starters and 
ment.—Allis-Chalmers 
Milwaukee, Wis. 


Mfg. Co., 


MAGNETIC SEPARATORS— 
A new bulletin (No. 97) covering 
spout type magnetic separators has 
been issued covering the enlarged 
models for large capacity require- 
ments. The bulletin contains com- 
plete specifications together with 
illustrations. — Stearns Magnetic 
Mfg. Co., Milwaukee, Wis. 


BEARINGS—What happens to 
new bearings during the running-in 
period and how high spots are 
levelled “plastically” is discussed in 
a technical bulletin just released. 
The bulletin gives a comprehensive 
discussion to the subject, including 
practical instructions for reducing 
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JAEGER "BANTAM" 


(World's Champion 
Light-Weight Pump) 
In a class by itself for porta- 
bility and performance —a 


pump your customers need and 
will buy — 


$8 00 Aluminum Alloy 
or Semi-Steel 
F.0.B. Factory Complete 
with Engine 
Fastest automatic priming 
small pump on the market — 
tremendous capacity for its 
size — ruggedly built with %-! 
H.P. ball bearing engine or 
electric motor that operates 
from light socket. Distributors 
are making big sales — winning 
new customers. Open territory. 
Write for details. 


The Jaeger Machine Co. 


501 Dublin Ave., Columbus, Ohio 





other equip- 





The book that 
makes the SALE! 


Attach coupon to 
letterhead and mail 


CHICAGO EYE SHIELD COMPANY 
2329 Warren Bivd., Chicago, Illinois 
Please send catalog and jobbers discounts. 


Name 


Compary 


Address 


PeSssseesssssesseesseseeeaaae 


° 
. 
+ 
City .. Terry ryy - ® 
. 
“ 








SOLDERS 


For Every Purpose 


A 
100 per cent 
Service 
for Jobbers 


® The Gardiner Line includes: 
Acid and Rosin-Core Solders. 


Solid Wire Solders as fine as 1/32” 
dia. 


Bar, Triangular, 
Solders. 


Copper and Brass Fitting Solders. 
Stainless Steel Solders. 

Babbitts (All Grades). 

Monarch Ball Metal Babbitt. 
Lead and Tin Pipe. 


Meter and Drop 


Because Gardiner products are made 
by the most modern methods and in 
large volume, the lowest prices are 
assured. Because they set the highest 
standards of quality they build good 
will and repeat business. We invite 
your inquiries at all times. 


72) 


lardiner 
CC 4 7 








4) 
R. 


4833 So. Campbell Ave., Chicago, Ill. 








ICA'S 
BIGGES 
VALUE 


JFS ur. 


VARIABLE SPEED CONTROL 


Let JFS-Jr. Vari-Speed Contests help build up 

your power transmission sales! while "| low in 

price they offer 5-1 and even greater speed 

ranges. Made in five sizes from fractional to 
72 HP. Mail coupon to- 
day for money making 
discounts and copy of 
new JFS-Jr. Catalog — 
just off the press. 





COLUMBIA VARI-SPEED CO. 
Wheaton - - - += = = «= IJinois 


Please send new catalog 


Address... 


city . 


122 








wear during running-in, thereby pro- 
longing the operating life of the 
equipment. Specific treatment is 
accorded such devices as automobile 
and airplane engines, diesel engines, 
stone crushers, pneumatic tools, etc. 
—Acheson Colloids Corp., Port 
Huron, Mich. 


SCREWDRIVERS—A _ combina- 
tion 12-page catalog, manual and 
price list on Apex-Phillips Screw- 
drivers and Bits for electric, air 
and spiral drivers has just been 
issued. The manual is designed 
to supply tool supervisors, produc- 
tion engineers, master mechanics 
and purchasing agents with detailed 
information regarding drivers for 
Phillips recessed head screws and 
slotted head screws. Two. tables 
are given for determining the cor- 
rect bit size for Phillips wood, ma- 
chine, and sheet metal screws and 
stove bolts, and for flat, oval, bind- 
ing and round head slotted screws. 
—Apex Machine & Tool Co., Day- 
ton, Ohio. 


GEAR CUTTING TOOLS—In- 
cluded in the booklet is information 
on selecting the right hob for the 
job; estimating roughing time; hob 
sharpening hints; tables of cutting 
speeds; spline shaft hobbing: hob 
limits: illustrations and_ specifica- 
tions of standard and special hobs. 
Included also are tabular informa- 
tion and formulae for calculating 
gear tooth proportions as well as 
data on shaper cutters, burnishers, 
master gears and involute cutters.— 
Michigan Tool Co., Detroit, Mich. 


FLEXIBLE COU PLINGS—Blue 
dimension sketches give exact speci- 
fications of the various types of flex- 
ible couplings described in this new 
catalog. Dimensions and prices of 
each size are also shown. The 
L-R type flexible coupling is made 
in all sizes from } to 10 in. bores 
and in various types for different 
purposes. The smaller couplings 
are used on oil burners, washing 
machines and other small machines. 
The larger couplings are used on 
heavy machinery of all kinds.—Love- 
joy Flexible Coupling Co., Chicago. 


PRECISION MEASURING 
TOOLS—Catalog No. 30, now 
ready for distribution, contains valu- 
able reference tables for using gear 
wires, Whitworth and Metric meas- 
uring wires, a table of coefficients 
of expansion, and a reprint of the 
complete specifications on measur- 
ing wires as set forth in the report 
of the National Screw Thread Com- 
mission—Van Keuren Co., 
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You can control the 
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BUSINESS in aN for itory 


Completeness of the OTTEMILLER LINE 
coupled with quality at the right price 
gives you every advantage you need to 
get and hold the cream of the screw ma- 
chine products business in your territory. 
It's easy to get your customers to stand- 
ardize on Ottemiller's products once 
they've tried them. And 

you'll reap a profitable 

harvest in repeat orders. 


Investigate our 100% 
Distributor Service and 
see how you can bene- 
fit by it. 


The Wm. H. 


OTTEMILLER CO. 


YORK, PA. 











Boston. 


Solid Woven Cotton belt 


. . » the only belt which is 
CORRECTLY INNERBOUND 


an “Easton” five-ply belt is actually a 
five-ply weave with five filler threads 


an “Easton” six-ply belt is actually a 


six-ply weave with six filler threads 


Investigate “EASTON” 
before you buy! 


VICTOR 


45 WwW + 


FACTORY 





BALATA & TEXTILE 
BELTING COMPANY 


Easton, Pennsylvania 
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BROAD MARKETS AND 
Good Profits 
WITH A FINE PRODUCT 


TAYLOR-MADE 
ALLOY STEEL SLING CHAIN 


The markets are anywhere they use 
cranes and derricks—on construction 
jobs in quarries, steel mills, foundries, 
machine shops, everywhere. Taylor- 
Made Alloy Sling Chain is establish- 
ing new performance records in large 
plants every day. Recommend safety 
and economy in operation and you 
build good will: 


OTHER 
TAYLOR 
MADE 
PRODUCTS 


Proof and BBB 
Coil Chain 


Log Chains 


Steel Loading 
Chain 


Dredge _ Iron 
Chain 


Mesaba_ Iron 
Chain 


bay te po or Log 
Haul up Chain 


Taylor Machine 
Chain 

Taylor Coil 
Chain 

Chain Dogs 

Boom Chains 

Brake Chains 

Switch Chains 


Tire Chains for 
Passenger Cars 
Tractors, an 
Trucks 


Emergency Pas- 
senger Chains 


Weldiess Chain 
Trace Chain 


Heel Chains 

Harness and 
Saddlery 
Chains 


Breast Chains 


Mine Car Hitch- 
ings 


Tail Gate Chains 


Crane and Sling 
hains 


Hooks, Grab, 
Slip 

Drag Chains 

Dragline Chains 


Mine Car Coup- 
ling Chain 











You can’t help making money selling this 
chain—our service is prompt and efficient. 
The Taylor Sales plan protects distributors 
100%—mno other class of trade can buy 
at a distributor's cost. Get details today! 

















backfires 


The Manager’s Page... a meeting ground for discussion of problems 
common to distributors and manufacturers 


the fog of misunderstanding which may exist between the two 


seeking to dispel 








® For a good many years industry talk has 
centered around a vague something called 
“sales policy”. As usually interpreted, this 
battle cry implies a strong desire on the part 
of industrial distributors for a frank and 
open statement from their sources of supply 
as to just how they sell their wares. 


@ We sincerely believe in the rightness of 
this desire. We are sure that real efficiency 
in the distribution of industrial supplies will 
not be attained until all manufacturers come 
out in the open with their sales policies and 
plans. 


= We do not mean by this that all manufac- 
turers should sell all products solely through 
distributors. Common sense and elementary 
accounting as applied to distribution costs 
(which is all we have at present, worse 
luck) tell us that this condition is not prac- 
tical. We do mean, however, that the man- 
ufacturer who has hopes of winning the 
support of industrial distributors must state 
openly just what he will or will not do in 
the way of protection and cooperation. 


# On the other hand, it must be recognized 
by distributors that they too benefit from 


their association with their cooperative 
sources of supply. It is perfectly true that 
the manufacturer with a well-knit distrib- 
utor organization functioning under a clear 
cut sales policy receives the benefits of 
wider and better distribution for his prod- 


ucts at lower sales cost. But it is also true 
that the distributors in that organization 
build larger sales volumes at greater profits 
as a result of manufacturers’ cooperation. 


® The fact that distributors receive benefits 

-that the relationship is one of mutual 
benefits—imposes on every distributor the 
obligation to be just as open and above- 
board as he expects his manufacturers to be. 


™ The distributor who sews up a manufac- 
turer on an exclusive basis in a territory 
which he knows full-well he can’t cover 
isn’t playing the game. He not only hurts 
his own reputation and chances for profit 
but he hurts all distributors and the whole 
scheme of distributor selling for which all 
of us have worked so long. 


®" The manufacturer who states his policy 
clearly and who wants to “play ball” with 
distributors has the right to a clear state- 
ment of just what each of his distributors 
can and will do for him. If distributors 
expect to be treated as a part of the manu- 
facturer’s sales organization, they must act 
the part. 


®LLet’s continue the drive for more open- 
faced sales policies, by all means. But let’s 
give this drive a chance for success by re- 
fraining from bragging about our ability to 
kill elephants when our only weapon is a 
pea-shooter. 

JIM CHANNON 
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